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Perhaps we're a bit old-fashioned! 


Recently we received an order for 550 sets of No. 3 
BEAVER Ratchet Threaders ... . $8,000 worth... . 


for a large public works project in the mid-west. 


Three things about that order will interest you: 





Ist. The engineers-in-charge specified No. 3 
BEAVER and would accept no substitutes as 
equal. 


2nd. The order was placed at straight RESALE 
PRICE. 


3rd. It was placed through our regular jobbers... 
who received their full jobber’s profit of 


approximately $1,600. 


We are just old-fashioned enough to treat our distribu- 


tors the same whether the order is for 550 sets or 5 sets. 


THE BORDEN COMPANY 


293 Dana St., N. E. -i- WARREN, OHIO 


Member—Pipe Tool Manufacturers Ass’n. Member—N. R. A, 
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NEW RESALE PRICES 


clear the way to 
Increased Distributor Profits on 





BARNES 


Metal Cutting Band Saw Blades 





BARNES BAND SAWS 





FLEXIBLE BACK 


If you are a BARNES Distributor— 


Are you taking advantage of this new opportunity? 
You should be stepping up your profits with Barnes Band Saw Blades. 


They are not hard to sell. Ornamental iron shops, steel warehouses, 
steel mills, brass and aluminum foundries and many large industrial 
plants provide fine markets for them. They are normally purchased in 


good quantities. If you need help from our sales department, let us 
know. 


If you are not a BARNES Distributor — 


Get the facts now. 


W. O. Barnes Co., Inc., are pioneers in the manufacture of metal 
cutting band saws. Our experience and manufacturing methods insure 
you of a product that will do every job well. 


Barnes Hard Edge Flexible Back Blades for cutting steels, cast iron, 
bronze and other hard metals—have milled teeth with square cutting 
edges, which are essential to straight cutting and long life. 


Barnes Spring Temper Blades—for cutting aluminum, soft brass, sheet 
steel and other soft metals—give the finest service even when running 
at the highest speeds. They may be refiled and re-set. 


Many important factors enter into band saw cutting, such as the type 
of machine used, the speed at which the blade must travel, the kind 
of metal to be cut. 


33 U T ™™ Barnes trained salesmen are experienced in 


recommending the proper blade for every job. They 
are ready at all times to help Barnes distributors’ sales- 
men solve their customers’ metal cutting problems. 


Investigate your opportunities with Barnes Metal 
Cutting Band Saw Blades—the products, the markets, 
the manufacturer's outstanding distributor policy. 


WwW. O. BARNES cO., INC. 


1297 Terminal Avenue 


« DETROIT, MICH. 


and Leading Jobbers Everywhere 
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ENCOURAGEMENT tor the CHISELER 


@ SOME three months ago, MILL SUPPLIES took 

stock of NRA as it had affected the mill supply 
industry since operation under a code—a period 
of about seven months. At that time, distribu- 
tors were of the opinion that NRA had been bene- 
ficial to the industry, had minimized unfair trade 
practices, encouraged close cooperation among 
competitors within the same trading areas and 
brought about a pronounced rise in profits 
through price stabilization. 

In a number of important local trading areas, 
distributors had filed prices and the practice was 
working out satisfactorily. These open prices 
permitted a reasonable profit, but in no sense an 
exorbitant one. The government encouraged this 
practice, felt that it would improve competitive 
conditions and enable industry to meet the in- 
creased costs imposed through shorter working 
hours and increased wages. 

An executive order of June 29, however, per- 
mitting bidders for government contracts to cut 
open prices set under Codes as much as 15%, 
with the new low prices becoming public prices 
as well, has exploded a bombshell in the whole 
price maintenance set up. 

The Blue Eagle, official newspaper of NRA 
issued the following statement in its issue of 
July 2, regarding the order: 

“The modification order does not authorize the 
breaking of posted open prices in bidding on pri- 
vate work, Code regulations remaining in full 
control. But, for protection of both the industry 
and its consumers, the order requires that when- 
ever a firm cuts below its posted price in bidding 
on government work, it must, immediately after 
the bids are opened, file a copy of its bid with the 
appropriate price-reporting agency. However, 
the previously posted prices will remain in force 
until and unless changed by their makers. 

“Private customers having access to the posted 
open prices will also have access to the filed bids 
and will therefore know exactly what prices are 
being quoted to the government and, it is ex- 
pected, will guide their purchasing policies ac- 
cordingly.” 

It doesn’t take a prophet to foresee the results 
of this move on the part of the administration. 
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Chiselers will begin to chisel again. Price stabili- 
zation will fall by the wayside. Is it possible that 
the President could have forgotten his oft- 
repeated statement of recent months that one of 
the purposes of the NIRA was to control the un- 
fair 10% so that the remaining 90% could com- 
pete fairly? Does not this new executive order 
again open the door wide to that unfair 10%? 

This executive order was brought about as a 
result of complaints from public purchasing 
agents, who, though directed by law to buy from 
the lowest bidder, have been receiving identical 
bids. 

Why should the government purchase at lower 
prices than private companies? In many in- 
stances, its total purchases will not approximate 
those of private enterprises. So it’s not a ques 
tion of volume. We cannot see any sense of fair- 
ness in a government policy which stresses on the 
one hand an earnest desire for industry to oper- 
ate at a profit and sets up elaborate machinery for 
protecting the 90% against the unscrupulous 
10% and at the same time throws down the bar- 
riers so as to make possible the undercutting of 
filed prices by as much as 15%. In this industry 
that 15% means the difference between black 
and red ink. 

So far as distributors of industrial supplies are 
concerned, purchases from government agencies 
— national, state and local—won’t amount to 
more than 15% of the total volume. Yet, for the 
sake of the 15%, the government places in 
jeopardy the profit structure on the 85%. 

It’s all well and good to say that this 15% 
price-cut policy will apply only on public con- 
tracts, but everyone knows that it won’t stop 
there. NRA’s official newspaper admits that pri- 
vate customers will know exactly what prices the 
government is quoted and will guide their pur- 
chasing policies accordingly. 

The Business Week has pointed out that “un- 
favorable reaction on commodity prices is less 
serious in an election year than charges of en- 
couraging monopolies.” It’s too bad that political 
expediency has to be placed above business wel- 
fare, particularly at this critical period in our 
struggle back to normalcy. 









A different kind of Nut... 
A stronger, tougher Nut 





Nor all applications call for the Beth- 
lehem Hot-Forged Nut. But there's many a 
brutal task where nothing else will do. Wher- 
ever severe wrenching strains are involved, 
wherever the nut must be drawn up tight, so 
thatit willstay tight, the Bethlehem Hot-Forged 
Nut is emphatically the one to recommend. 
Don't imagine it’s just an extra-good nut, 
manufactured in the ordinary way. The Bethle- 
hem Hot-Forged Nut is made by a new, exclu- 
sive process. It’s a forging, and has the dense 
grain structure that forging gives. The threads 
are so strong, so tough, that they stand up with- 
out stripping under the heaviest kind of duty. 
Bethlehem engineers who are specialists in 
bolt and nut manufacture developed the 
Bethlehem Hot-Forged Nut. It is made in our 
Lebanon, Pa., Plant, a large, self-contained 
Bethlehem division devoted wholly to the 
making of bolts and nuts and related products. 


Lebanon Plant products include every item 
the mill-supplies dealer is ever called upon to 
furnish, and a lot of others, besides. All kinds 
of bolts, of carbon, alloy, and corrosion-resist- 
ing steel. All kinds of nuts, too, as well as the 
hot-forged. Also rivets, spikes, turnbuckles, 
etc. For service to you, Bethlehem carries at 
Lebanon Plant an extensive range of standard 
commercial items ready for immediate shipment. 


BETHLEHEM STEEL COMPANY, Beruienem, Pa. 


District Offices: Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, Cleveland, 
Dallas, Detroit, Houston, Indianapolis, Milwaukee, New York, Philadelphia, Pitts- 
burgh, St. Louis, St. Paul, Washington, Wilkes-Barre, York. Pacific Coast Distribu- 
tor: Pacific Coast Steel Corporation, San Francisco, Seattle, Los Angeles, Portland, 
Honolulu. Export Distributor: Bethlehem Steel Export Corporation, New York. 





Bethlehem Bolts and Nuts 
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TIMELY COMMENT 


@ PROTESTING vigorously against the Presi- 

dent’s executive order permitting the cutting of 
open prices set under the Code up to 15% on gov- 
ernment contracts, the Metropolitan Mill Marine 
and Contractors’ Supply Institute, New York, has 
directed a letter to General Hugh S. Johnson. The 
full letter is published on page 11, but one state- 
ment bears repeating here. “It seems to us that 
the one buying institution that should seek to 
support stabilization of prices so that the wage 
structure may remain unimpaired is that institu- 
tion which has promulgated the economic philoso- 
phy of the Recovery Program and stands to benefit 
most by its strict observance, namely the govern- 
ment of the United States.” 


@ IN a recent letter, W. E. Cross, vice-president, 

Victor Saw Works, commented as follows on 
the question of cooperation between manufacturer 
and distributor : 

“A great deal is and has been written from the 
angle of the distributor as to what he desires in a 
sales policy of the manufacturer, but of what use 
is the manufacturer’s sales policy when it is sub- 
ject to such abuses as some distributors inflict 
upon it. It appears, therefore, of the most vital 
importance that the manufacturer and distributor 
should think and act alike on sales policy. Business 
is and will be done in greatest volume in the future 
by and between those manufacturers and distribu- 
tors cooperating on a mutually satisfactory basis. 

“It isn’t a matter of what the distributor wishes 
in the sales policy of the manufacturer nor is it 
a matter of what the manufacturer wishes to find 
in a distributor’s sales policy. Rather it’s the 
combination of both manufacturer and distributor 
living by a policy that produces the best for both. 
The day has gone by when ruthlessness on the part 
of either will secure business or profits. Weare all 
hearing about the New Deal and certainly one is 
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badly needed in the mill supply industry. We can 
write and talk about New Deals but of what do 
they avail us if we don’t live by them? There are 
loyal distributors and loyal manufacturers and all 
we need is perceptive powers on the part of both 
to see that two loyal ones get hooked up together. 
The New Deal becomes ineffective only because a 
loyal distributor is endeavoring to progress in sell- 
ing the product of a dis-loyal manufacturer. To 
put it another way, a distributor who operates 
under a sales plan or policy is putting his efforts 
behind the sale of a product of a manufacturer who 
has no sales plan or policy. This particular dis- 
tributor in question should find a similar product 
made by a manufacturer who in turn sells on a 
basis of loyalty to his distributors. 

“The distributor who sells the product of a 
manufacturer not having a sales policy which in- 
sures distributor protection is his own worst 
enemy as well as an enemy of the entire distrib- 
uting industry. 

“The manufacturer who sells his product to a 
distributor who defames it by ruthless sales meth- 
ods is contributing to his own business demise and 
spreading the cancer throughout the manufactur- 
ing industry. 

“‘Let’s awaken to the fact that all the New Deals 
and all the sales policies we can possibly construct 
are no avail unless they are actuated by a definite 
purpose and will to have them equitable and the 
very embodiment of mutual good. 

“The manufacturer cannot win and the distribu- 
tor lose, nor can the distributor profit at the 
expense of the manufacturer. It’s the right com- 
bination that wins.” 


@ IN answer to a letter addressed to B. W. Mur- 

ray, Divisional Administrator, National Recov- 
ery Administration, on the subject of terms of 
settlement prescribed by the Buffing and Polishing 
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Composition Manufacturing Industry, a member 
of the National Association, received a letter from 
John L. Murrie, Assistant Deputy Administrator, 
in which he, quoting members of the industry, not 
only stands “pat” on the terms as set forth in the 
code but suggests that all other manufacturers sell- 
ing distributors change their terms to conform to 
those prescribed in that code. He states that very 
few protests have been made to the terms as out- 
lined. Since it appears that protests are necessary 
to convince manufacturers that distributors are in 
earnest about their desire for uniform discounts, 
it would seem advisable for every distributor to get 
busy and start writing letters. On the other hand, 
mere words are rather futile in convincing any 
man accustomed to dealing in figures. Wouldn’t 
the protests be far more convincing if they were 
based on a study of the extra cost incident to a 
multiplicity of discount terms? The two distribu- 
tor associations would be performing a really 
worthwhile service by making such a study so that 
their members, in attempting to secure uniform 
discount terms, could quote facts based on cold 
accounting and not be forced to rely on volume of 
words to carry their point. 


@ AT this time each year it’ becomes the duty of 

our circulation manager, Frank Kottra to take 
his trusty slide rule and adding machine in hand 
and calculate various and sundry statistics con- 
cerning the circulation of MILL SUPPLIES. Frank, 
tearing out large bunches of hair, gathered the 
staff about him the other day and shouted, “It 
can’t be! They just don’t run that high!” He 
went on to explain that where a 60% renewal rate 
was considered good for a trade paper and 70% 
unusual, he just couldn’t make the renewal per- 
centage on MILL SUPPLIES for the last 12 months 
come out at anything less than 94.15%. So we all 
went to work, checked and rechecked, but still the 
figure stood. To say that we are pleased with this 
vote of confidence from our readers is putting it 
mildly, but we also realize that it imposes upon us 
the obligation to make MILL SUPPLIES even better 
during the next year. We still have about six per- 
centage points to work on and there never was a 
more true adage than that which states that you 
can’t stand still, you must either go forward or 
back up. 


@ THE American Supply and Machinery Manu- 

facturers’ Association is to be commended for 
its selection of Horace Armstrong, president, Arm- 
strong Brothers Tool Company, as chairman of its 
Group by Industry Committee for another year. 
Without a doubt, the meetings conducted by this 
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committee at Cincinnati in May were the features 
of that convention and their success may be largely 
attributed to Mr. Armstrong’s untiring efforts to 
get real “pushers” on every group committee. The 
only real complaint heard about these meetings was 
that the number of manufacturers at each meeting 
was hardly representative. It is to be hoped that 
the American Association will be successful in 
building up its membership to the point where the 
important factors in each industry group will be 
represented in Group by Industry meetings. Dis- 
tributors can lend a hand in this effort to their own 
advantage by suggesting to their sources of supply 
that they take a part in this important activity. 


@ ONE of the many letters, commenting on MILL 

SUPPLIES’ new format and the department on 
Sales Promotion, comes from Fred Berling of The 
Lunkenheimer Company, himself a sales promo- 
tion man: “It is a coincidence that your letter of 
July 18 came over my desk just as I was about to 
dictate a letter to you commending MILL SUPPLIES 
on its new, attractive make-up and the inclusion 
of a Sales Promotion Department. I hope to see 
this new department develop into a real worth- 
while feature of your paper. It is increasingly 
evident that selling and service are the two most 
important phases of a distributor’s activities and 
I believe you will find them receptive to workable 
ideas.” 


@ THE possibility of an epidemic of labor trouble 

in the mill supply industry is rather remote. 
The men who form the bulk of the mill supply 
employees are simply not the kind to be attracted 
by the haranguing of soap box orators and pro- 
fessional organizers. Nevertheless, the wave of 
strikes and violence which has swept the country 
in the past few months has taken its toll of this 
industry. Look, for example, at the history of 
business on the Pacific Coast during the last few 
months. This history is told by the Pacific Coast 
Sales Indicator, to be found on page 26. In April, 
sales registered 75.5% of normal. In May, they 
dropped to 69.8%, while for June the Indicator 
reads 56.2. Every communication from the Coast 
bears the same story—all business at a standstill 
due to the Longshoremen’s strike. It is extremely 
unfortunate that professional minorities should be 
allowed to take advantage of circumstances, up- 
setting, as they have, the steady progress which 
has been made during the last six or seven months. 
Regardless of where the blame belongs for allow- 
ing such a condition to arise, the job of the Na- 
tional Recovery Administration is clear-cut, if the 
long-awaited recovery is to go on —strikes and 
rioting must be stopped so that business will have 


some assurance that it is safe to put on “full steam 
ahead.” 
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WHERE AND HOW TO SELL 
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STEEL SHELVING HAS WIDE 
MARKET 


@ THE many uses to which 

steel shelving may be put 
make this item a good one for 
the distributor’s salesman whose 
customers are varied in char- 
acter. 


Specifically, this product is ap- 
plied to the scientific handling 
of (1) raw stock, (2) piece parts, 
(3) finished stock, (4) service 
or replacement parts in factory 
or branches, (5) operating sup- 
plies and (6) tools in use. Prop- 
erly engineered, steel shelving 
can reduce labor costs, permit 
better service from smaller inven- 
tories, permit visible control to 
prevent over-stocking and save 
floor space for other needs. 


KNOWING TWIST DRILL TER- 
MINOLOGY HELPS SELL 


@ ONE of the first things for a 

salesman to master regarding 
twist drills is terminology. This 
may appear on the surface as 
elementary, but it is surprising 
how much confusion concerning 
terminology exists. The follow- 
ing twist drill definitions are 
simply stated and should be help- 
ful to salesmen in their everyday 
sales work: 

1. The length of the drill from 
the back end to the corner of the 
cutting lips is known as the over- 
all length. 

2. The length from the corner 
of the cutting lips to the extreme 
back end of the flute is the flute 
length, sometimes referred to as 
the length of twist. 

3. Flutes are spiral grooves cut 
or formed to provide cutting 
edges, to provide clearance for 
chips and allow lubricant to get 
down to the cutting edges. 

4. The part of the drill body 
cut away so as not to rub against 
the walls of the hole is called 
clearance. This lessened diam- 
eter reduces friction. 
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A scene in the service stock room of the Cleveland Tractor Company. All 

repair and replacement parts are kept in 9600 bins of various sizes and 575 

box drawers. Even in smaller plants, the distributor's salesman has an 
opportunity to increase efficiency through the sale of metal shelving. 


5. Those portions of the drill 
body between the flutes, which 
provide strength and rigidity to 
the drill, are called lands. 

6. The narrow parts along the 
cutting edges of the drill flutes, 
which determine the diameter of 
the drill, are known as margins. 

7. The central portion, separ- 
ating the flutes of a drill, is called 
web. In reality, the web is the 
drill’s backbone. 

8. The non-cutting part of the 
drill is known as the chisel edge. 

9. Spiral angle is the angle of 
the flute with the axis of the drill. 
When this angle is small the drill 
is said to have a slow spiral, when 
large, a fast spiral. 

10. The cutting edges of a 
drill are called lips. 

11. Point angle is the included 
angle between the lips. 

12. Lip clearance is that clear- 
ance back of the cutting edges. 
It is sometimes referred to as 
point clearance. 

13. The sharp center at the 
extreme tip end of the drill is the 
dead center. 

14. The point is the whole 
cone-shaped surface at the cut- 





ting end of the twist drill. 

15. The end of the drill which 
fits into the socket, spindle or 
chuck of the drill press is the 
shank. The most common types 
of shank are the straight, taper, 
ratchet and bit stock. 

16. The tang, usually found 
only on taper shank tools, is the 
portion of the tool which fits into 
a slot in the socket or spindle. It 
exists simply to aid the taper 
shank in driving the tool. 








Pattern shops are large users of shel- 

lac and glue, to say nothing of waste, 

woodworking tools, sandpaper and 

kindred items. The alert salesman, 

seeing what the camera sees, would 

also suggest an order for a new brush 
and a light reflector. 








Flanged end gate valves installed on 
filtering equipment in the plant of 
the Iroquois Gas Company, Buffalo. 


@ THE major uses for iron body gate valves in 

industrial plants are as shut-off valves in steam, 
water and air lines. Steam may be for power proc- 
ess or heating. Water may be for boiler feed, con- 
densing, process, drinking or sanitary purposes. 
Air may be used to operate air tools, air chucks, 
for cleaning, for agitation or other process pur- 
poses. 

In determining the type of valve to use, the first 
consideration is the purpose for which the valve 
is to be used, whether for shut-off, regulation, pres- 
sure reduction, or to prevent reversal of flow. The 
gate valve is for use as shut-off. It is not suitable 
for pressure reduction (reducing valves) or regu- 
lation (globe type valves). For reversal of flow 
it is not automatic enough and check valves are 
used. 

Another point to consider is what gas or liquid 
is to be handled. If they are such that will not at- 
tack iron or iron and brass in combination, valves 
that are conventionally carried in stock by mill 
supply houses will serve. In most supply houses, 
where iron body gates are carried they are iron 
body with brass trimming. All-iron gates are also 
common, but are stocked by few mill supply 
houses. If metals other than these are required in 
the gate valves, it becomes a matter for special 
manufacture. Another point is whether valves 
shall be flanged or screwed end. The most com- 
mon practice is to use screwed-end valves up to 
114 or 2-inches and flanged-end valves above, al- 
though there is, principally for reason of user 
preference, some use for screwed-end valves up 
to about the 6-inch size. 

Next comes choice between outside stem and 
yoke and stationary spindle type. The outside 
stem and yoke valve has the advantage, first, that 
the operating threads are outside of the valve and 
so cannot be corroded by the liquid or gas in the 
line. It also has the very important advantage 










GATE VALVE 
SALES FACTS 


of showing, by the position of the spindle, whether 
it is open or closed. 

The stationary spindle types are sometimes 
used because they are cheaper, sometimes because 
of lack of head room, sometimes simply for buyer’s 
preference. They have no real advantage over the 
outside stem and yoke type but have the disadvan- 
tages that they do not indicate their position and 
the threads on the spindle and in the wedge are 
subject to attack by the liquid and gas in the line. 

As to sales pointers, in selling standard iron 
body gate valves, the buyer is apt to take the posi- 
tion that all are alike and it is only a matter of 
price among competitive makes. There are differ- 
ences in the iron, some being closer grained and 
stronger, differences in the bronze used for trim- 
ming, a matter of hardness in the seats and 
strength in the spindle and differences in the wedge 
construction. Bonnet bolting, packing material, 
construction of the yoke, whether in one or two 
pieces, and the accessibility of the operating bush- 
ing are all important points. 

Renewability of wearing parts also should be 
looked into. Most standard gate valves have 
screwed-in rings and while these may be taken 
out, it is not practicable to do a good renewing job. 
Some standard gate valves have some element of 





Markets For Iron Body Gate Valves 
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renewal by reversing the wedge, 
but others have guides so placed 
that the wedge cannot be re- 
versed. There is available for 
weights heavier than the stand- 
ard a retaining ring construc- 
tion, where the seat ring is in two 
pieces. With this type of con- 
struction it is practicable to re- 
new the seat rings in the field 
and actually while the valve re- 
mains in the line. 

It is well to lay before prospec- 
tive valve users that while most 
types of valves can be used with 
spindle in any position, better 
service will be had if the valves 
can be installed with the spindle 
vertical. 

As to wedge constructions, 
there are generally available 
double-disc, parallel faced 
wedges, split wedges, and solid 
wedges. The older type is the 
double-disc, parellel faced 
wedge, which has had much use 
in oil pipe lines and water works. 
It has the advantage that if there 
has been crude workmanship the 
dise will attempt to adjust itself 
to the seats as they are. It has 
the disadvantage of multiplicity 
of parts and the possibilities of 
foreign substances getting be- 
tween the parts and keeping 
them so spread as to interfere 
with the proper operation. Also, 
in some designs these parts are 
small and fall out of place after 
they have worn a bit. 

The split wedge is more sub- 
stantial than the double-disc, 
parallel faced type and has a con- 
siderable element of adjustabil- 
ity. This may be of advantage 
when using at variable pressures 
valves built for substantially 
higher pressures. It still has the 
disadvantage of multiplicity of 
parts and the possibility of for- 
eign substances getting between 
the parts and interfering with 
the operation of the valve. 

The solid wedge is most desir- 
able, but its construction re- 
quires that the valve originally 
be well made as it has no element 
of adjustability. There are two 
sub-types here; one being a cast- 
ing, cored out hollow, and the 
other a solid casting, I-beam 
shaped. The latter is usually 
preferable because of its greater 
simplicity and greater strength. 
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A three speed-hand winch mounted on a truck of the Milne Construction 
Company, Portland, Oregon, highway contractors. The winch is used to load 
and unload heavy machinery such as rock crushers, engines and tractors. 


SALES OPENINGS FOR HAND 
WINCHES 
@ THE ordinary 3-speed hand 
winch is a little giant of per- 
formance and offers almost un- 
limited possibilities for the dis- 
tributor’s salesman who will 
make a study of this apparently 
simple mechanism. Get really in- 
terested in it once, and it will be 
found an easy-selling specialty. 
Off hand, here are a few of the 
live markets: 

Auto trucks represent one of 
the largest fields. Many trucks 
not already equipped with a 
power winch should have one 
mounted on the front left hand 
corner. 

Contractors have much use 
for hand winches. Considerable 
man power can be saved, not 
only on trucks but on jobs where 
power hoists are not available or 
practicable and also as scaffold 
winches on steel bridge construc- 
tion and for guiding and lowering 
caissons on concrete pier con- 
struction. One manufacturer 
sold, through a distributor, 78 
winches on the Golden Gate 
Bridge job. 

Gravel plants and dredges use 
winches for lifting out screens 
and hoist and crusher parts. 

In the general industrial field 
in connection with hand derricks, 
jib cranes and the like, the winch 
is an ideal hoisting unit. Even 
where power cranes are em- 
ployed, there are lots of places 
out of their reach where the hand 


winch is very useful equipment. 

In selling this equipment, get 
in mind not only the facts in re- 
lation to the characteristics of 
the winch, its capacity, ratios and 
how it can best be mounted, but 
particularly study the safety fea- 
tures and be able to explain them. 


SELL GOOD LIGHTING 
@ FEW itemsinthesupply sales- 

man’s catalog offer greater 
opportunities for creative selling 
than lighting equipment. Light- 
ing over machine tools is gener- 
ally inadequate or poorly ar- 
ranged, while lighting above 
forges, in tool rooms, and other 





This workman doesn’t have to strug- 
gle along with inadequate lighting as 
is the case in so many plants. Keep 
on the lookout for good lighting 
prospects. There are lots of them. 








Distributors find contractors their best 
market for wire rope and disclose the 
fact that emergency service is the key 
to handling this business. This picture 
shows wire rope on a construction job 
at a large automobile plant in Detroit. 
A purchase of 750-feet was made as 
soon as the job opened up. 





places not doing fine work, is ter- 
rible. There must be an appall- 
ing number of reamers, dies, cut- 
ters, and other tools that have 
been chipped and damaged be- 
cause the tool man could not see 
into the bins properly. Accurate 
forge work also requires gbod 
vision according to the plant sup- 
erintendent where this photo- 
graph was taken. The type of 
lighting used here is one that is 
not greatly affected by soot and 
smoke. 


DISTRIBUTORS FIND CON- 
TRACTOR MARKET BEST 
FOR WIRE ROPE 


@ A SURVEY just completed 

by MILL SUPPLIES reveals 
the fact that distributors look 
on contractors as their best 
market for the sale of wire rope. 

Listed in the order of impor- 
tance from the distributor’s 
standpoint, the following are the 
markets for this product: 

1. Contractors of all types. 

2. Mines and Quarries, in- 

cluding oil field operators. 
3. Manufacturing plants. 
4. Public utilities. 


It appears, from comments 
made in this survey, that the 
ability to give emergency serv- 
ice is one of the most important 
factors in selling the contractor 
market. Says one distributor: 
“T believe there are more special 
trips after working hours and 
on holidays on wire rope than 
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on any other item in the indus- 
try, simply because contractors 
have no respect for hours when 
they get started on a job and 
they want service and plenty of 
it. We feel as though the dis- 
tributor is most essential to the 
manufacturer of wire rope as 
the manufacturer could not give 
the service that contractors ex- 
pect.” 


METAL SPRAY GUNS USED 
WIDELY 

@ METAL spray guns, devices 

which spray melted metal in 

much the same way as paint is 

sprayed, find a wide variety of 

uses in industry. It is possible 








Two scenes in a gray iron foundry 
suggest sales possibilities in abun- 
dance. The hard usage given the 
grinder, shown above, leads to re- 
placements on wheels, belts, and 
motor parts. Safety goggles suggest 
themselves in this scene as well as in 
the lower picture, where a workman 
is shown cleaning up a newly-cast 
gear with a pneumatic hammer. Fit- 
tings and air hose offer opportunities 
for regular replacement business. 








Production experts agree that effi- 
ciency in any plant is greatly in- 
creased by good lighting. Clean, 
well-painted walls enhance lighting 
facilities to a remarkable degree. 
The distributor’s salesman who pro- 
motes painting will be doing his cus- 
tomers a favor as well as opening 
new channels for business. 





with these guns to reclaim worn 
machine parts, shafts, sleeves, 
valves, pumps, impellers, bear- 
ings, pistons and cylinders by 
applying any metal desired, re- 
gardless of the base metal. 

For abrasion resistance only 
cold rolled, Norway or low car- 
bon steel is used. If a very hard 
surface is needed, high carbon 
steel is applied. This, however, 
must be emery ground to size 
as it is about 375 Brinell after 
spraying. Stainless steel, monel, 
bronze or brass alloys may be 
sprayed where corrosion resist- 
ance is important. 

There is no limit to the thick- 
ness of the sprayed deposit of 
metal except the economy to be 
realized. Any metal may be 
sprayed that is available in com- 
mercial sizes of wire. The proc- 
ess is not new but has recently 
been developing rapidly because 
of improvements in the devices 
for spraying and the methods of 
bonding, and is finding an impor- 
tant place in industry. 

Multiple oxy-acetylene flames 
are used to melt the metal in 
wire form which is fed into the 
center of the flames by the 
power supplied by an air tur- 
bine. An air blast surrounds 
the nozzle and is directed at 
the point of the wire where 
the metal becomes molten and 
liquid, causing instantaneous 
atomization and impact upon 
the surface to be sprayed of the 
molten metal particles which 
solidify (Continued on page 46) 
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PRESIDENT’S ORDER PER- 
MITS PRICE CUTS ON 
GOVERNMENT BIDS 


@ REGULATIONS _ governing 

bids on public contracts were 
modified sharply by an Executive 
order dated June 29, a copy of 
which appears elsewhere in this 
section. It permits all bidders to 
offer Government agencies prices 
as much as 15% below their 
regularly filed prices. This or- 
der effects State, Municipal and 
other public agencies as well as 
the Federal Government. 

The modification order does 
not authorize the breaking of 
posted open prices in bidding on 
private work but “The Blue 
Eagle,” official publication of 
the National Recovery Adminis- 
tration, states: “Private cus- 
tomers having access to the 
posted open prices will also have 
access to the filed bids and will 
therefore know exactly what 
prices are being quoted to the 
Government and, it is expected, 
will guide their purchasing poli- 
cies accordingly.” 

For the protection of both the 
industry and its consumers, the 
order requires that whenever a 
firm cuts below its posted price 
in bidding on Government work, 
it must, immediately after the 
bids are opened, file a copy of 
its bid with the appropriate 
price-reporting agency. Previous 
posted prices will remain in 
force until and unless changed 
by their makers. 

To take care of cases in which 
the full 15% variation may cause 
damage to an industry’s price 
structure, the order provides 
that if a complaint is filed, the 
Administrator for Industrial Re- 
covery may, after due investiga- 
tion and finding of the facts re- 
duce the allowable percentage, 
but in no case to less than 5% be- 
low the regularly posted prices. 
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METROPOLITAN INSTITUTE 
PROTESTS ORDER ON 
GOVERNMENT BIDS 
@ THE Metropolitan Mill, Ma- 

rine and Contractors Supply 
Institute, New York, on July 10, 
addressed the following letter to 
General Johnson, in protest of 
the modification of Executive 
order 6646: 

“The Industrial Supplies and 
Machinery Distributors Trade in 
the Metropolitan Area protests 
against the June 29, 1934 mod- 
ification of Executive Order No. 
6646 of March 14, 1934. 

“Tt will be difficult if not im- 
possible to maintain the wage 
and hour structure called for by 


the Code if the cutting of filed 
prices to City, State and National 
Purchasing Agencies is per- 
mitted. 

“It seems to us that the one 
buying institution that should 
seek to support stabilization of 
prices so that the wage structure 
may remain unimpaired is that 
institution which has promul- 
gated the economic philosophy of 
the Recovery Program and 
stands to benefit most by its 
strict observance—namely the 
government of the United States. 

“We hold no brief for any eco- 
nomic school of thought. We 
simply point out the inconsist- 
ency in NRA’s own conduct based 





TEXT OF EXECUTIVE ORDER 


By virtue of and pursuant to the authority vested in me under 
Title I of the National Industrial Recovery Act of June 16, 1933 (VH. 
90, 48 stat. 195), and in order to effectuate the purposes of said title, 


it is hereby ordered as follows: 


1. Any person submitting a bid to any agency or instrumentality of 
the United States, or any State, municipal or other public authority, 
to furnish goods or services at prices which, in accordance with the 
requirements of one or more approved Codes of Fair Competition must 
have been filed, prior to their quotation, with the Code Authority, or 
other designated agency, shall be held to have complied adequately 
with the requirements of such Code of Fair Competition: (a) If said 
bidder shall quote a price or prices not more than 15 per cent below 
his price or prices filed in accordance with the requirements of such 
Code or Codes; and (b) if, after the bids are opened, each bidder quot- 
ing a price or prices below his filed price or prices shall immediately file 
a copy of his bid with the Code Authority or other appropriate agency 
with which he is required to file prices. 

2. If upon complaint made to the Administrator for Industrial Recov- 
ery, he shall find, after due investigation, that the tolerance of 15 per 
cent provided in this order is resulting in destructive price cutting in a 
particular trade or industry, he is hereby authorized to issue an adminis- 
trative order reducing said tolerance of 15 per cent for such trade or 
industry to the extent he shall find necessary to prevent such destruc- 
tive price cutting, but in no event to a tolerance of less than 5 per cent. 

3. The Administrator for Industrial Recovery is directed to cause 
a study to be made of the effects of this order upon the mainte- 
nance of standards of fair competition in sales to public and private 
customers and to report to the President thereon within six (6) months 


of the date of this order. 


4. All prior Executive Orders, including Executive Order No. 6646 
of March 14, 1934, are hereby modified insofar as, and to such extent, 
as they may be in conflict or inconsistent with this order. 


FRANKLIN D. ROOSEVELT. 














The executive committee of the Metropolitan Mill, Marine and Contractors’ 
Supply Institute. G. O. Hirst, executive secretary, extreme left, standing, was 
the signer of the letter of protest against the order on Government bids. 


on NRA’s own economic prem- 
ises. If the administration re- 
nounces its philosophy, let it say 
so and let us be prepared to pro- 
ceed on the old basis. 

“The government has been 
the prime mover in the campajgn 
to increase wages and shorten 
hours. The government now 
seeks to absolve itself from all 
cooperation or responsibility in 
stabilizing prices, to make such 
wages and hours possible. The 
administration, previously an ex- 
ponent of this theory, now by in- 
direction admits it to be a fallacy. 

“About 15% of the business 
done in this trade is with public 
buying agencies. To eliminate 
this branch of business from reg- 
ulation and control is to destroy 
the possibility of any reasonable 
margin on this large share of 
business. To grant members of 
this trade the privilege of cutting 
prices up to 15% is to say that 
they have the right to sell their 
merchandise practically at cost. 

“This means that members of 
the trade who carry no stock, em- 
ploy no help and pay no taxes will 
be privileged to come in and 
quickly run prices down to rock- 
bottom, slashing costs right and 
left in competition with those 
members of the trade who per- 
form the necessary functions of 
distributors, and who must of 
necessity maintain payrolls for 
that purpose. This is unadulter- 
ated laissez-faire doctrine which 
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evidently has been anathema to 
NRA. 

“This means that legitimate 
distributors will be forced to 
meet the chiseller’s competition 
and cut prices and discharge help 
in order to exist. 

“Heretofore we have at least 
made an attempt with some suc- 
cess to keep chiselers from de- 
moralizing the market. We have 
appealed to their patriotism in 
this emergency. Now we cannot 
even make an attempt. 

“For when the President is- 
sued this order he must have 
been advised that 15% repre- 
sents an average mark-up above 
manufacturers’ invoice cost, and 
that to permit the complete chis- 
selling away, the utter disinte- 
gration of this margin, was to 
eliminate the possibilities of a 
few percent profit, and the pay- 
ment of overhead, and operating 
expenses, which legitimate dis- 
tributors find necessary in the 
course of their business. 

“There is no price-fixing or 
profiteering in this trade. We are 
ready to submit our 40,800 filed 
prices to any agency and it can 
be quickly determined that these 
prices are reasonable prices based 
upon cost of merchandise plus 
operating and overhead expenses 
which includes in large part the 
payment of Code wages for Code 
hours. 

“The news of the President’s 
order was released on Saturday, 





June 30, along with another ex- 
ecutive order, and it is question- 
able as to whether political ex- 
pediency was not thereby served 
rather than the true needs of the 
present economic situation as 
NRA has always explained them. 

“It seems to us that all the 
work that has been carried on 
and the careful structure that 
was being erected is now crum- 
bling away. The six month expe- 
rimental period means nothing. 
The harm will be done in one 
week. The reduction in tolerance 
to 5% is likewise superficial be- 
cause it is the last 5% that makes 
the difference in black and red 
ink. 

“We feel that the government 
may rightfully be accused of in- 
sincerity. We pass by reportorial 
quotations to the effect that it is 
expected that these price cuts 
will eventually be extended to 
consumers. That would simply 
complete the destruction of the 
edifice erected to make greater 
employment possible under pres- 
ent conditions. If the govern- 
ment means to forbid efforts to 
stabilize prices, why not say so 
plainly? If it is the intention of 
the government that NRA be 
disbanded then it would seem 
that the government should can- 
didly publish such admission. If 
the quid of the quid pro quo is 
to be rescinded, why not frankly 
say so? But to pursue a policy 
of surreptitiously undermining 
the logical basis of the entire 
NRA wage and hour structure 
seems to the business men in this 
trade in this area, to be subver- 
sive of all respect for NRA. 

“We wish to apply for exemp- 
tion similar to that which has 
apparently been granted the 
Coal Industry, in order that price 
stability shall not be nullified and 
in order that members of this 
trade be induced to maintain 
their present employment. Other- 
wise employment will be cut to 
the bone as a matter of self-pres- 
ervation.” 


RUBBER CODE AUTHORITY 
APPROVED 


@ THE National Recovery Ad- 
ministration, on July 2, recog- 
nized the following members of 
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J. H. Connors of the B. F. Goodrich 

Rubber Company, newly appointed 

chairman of the code authority for 

the mechanical rubber goods divi- 

sion of the Rubber Manufacturing 
Industry. 


the code authority for the 
mechanical rubber goods division 
of the Rubber Manufacturing In- 
dustry: J. H. Connors, chair- 
man, B. F. Goodrich Rubber 
Company; C. D. Garretson, Elec- 
tric Hose and Rubber Company ; 
H. H. Young, Hamilton Rubber 
Manufacturing Company; W. C. 
Wining, Goodyear Tire and Rub- 
ber Company; P. H. Henkel, 
Continental Rubber Works, and 
A. C. Kingston, Boston Woven 
Hose and Rubber Company. 


REFRACTORIES CODE 
AUTHORITY HANDLES 
COMPLAINTS 
@ ACTING Division Adminis- 

trator Barton W. Murray has 
notified the code authority for 
the Refractories Industry that 
he has approved its plan as sub- 
mitted for the administration of 
fair trade practice provisions as 
provided in the approved code, 
and that its trade practice com- 
mittee is now empowered to han- 
dle all trade practice complaints 
arising under the code. 

The members of the trade 
practice committee are: Roger 
A. Hitchins, president, American 
tefractories Institute; A. P. 
Green, president, A. P. Green 
Fire Brick Company ; F. L. Green, 
vice-president, General Refrac- 
tories Company; J. E. Lewis, 
president, Harbison-Walker Re- 
fractories Company; J. D. Ram- 
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say, president, North American 
Refractories Company; H. L. 
Tredennick, president ; Haws Re- 
fractories Company; and V. L. 
Westphalen, vice-president, Lac- 
lede Christy Clay Product Com- 
pany. 


NATIONAL LAUNCHES CAM- 
PAIGN FOR UNIFORM CASH 
DISCOUNTS 
@ THE National Supply and 

Machinery Distributors Asso- 





George Fernley, secretary-treasurer, 
National Supply and Machinery Dis- 
tributors Association, who is direct- 
ing the efforts of that group in at- 
tempting to secure more uniform 
cash discounts from various manu- 
facturing industries. 


ciation, has inaugurated an in- 
tensive and persistent campaign 
to bring about more uniform and 
acceptable cash discount terms. 

In a memorandum to mem- 
bers, George Fernley, secretary- 
treasurer, pointed out that while 
there are many manufacturers 
who have evidenced a sincere de- 
sire to cooperate with their dis- 
tributors on this point there are 
some who have not evidenced 
such desire and are hiding be- 
hind codes of fair competition. 
He further pointed out that 
codes can be amended, thus mak- 
ing an intensive campaign possi- 
ble of success. 

Asa first step in the campaign, 
Mr. Fernley has addressed a 
very strong letter to the Buffing 
and Polishing Composition Man- 
ufacturers Association, a copy of 
which was sent to B. W. Murray, 














Divisional Administrator in 
charge of this industry’s code. 
He has further urged members 
to contact their own sources of 
supply to back this effort up. 

It is Mr. Fernley’s plan to take 
similar action in the case of all 
manufacturing groups which ap- 
pear unwilling to give distribut- 
ors the cooperation to which 
they are entitled. 


NAME CODE AUTHORITY FOR 
FORGED TOOL INDUSTRY 
@ THE following members of 

the Forged Tool Manufactur- 
ing Industry have been approved 
by the National Recovery Admin- 
istration as members of the code 
authority: John A. Moore, War- 
wood Tool Company; A. C. 
Laessig, Woodings-Verona Tool 
Works; Paul W. Frum, Warren 
Tool Corporation, and G. H. 
Story, Stanley Rule and Level 
Plant. 

This industry is a division of 
the Fabricated Metal Products 
Manufacturing and Metal Fin- 
ishing and Metal Coating In- 
dustry. 





G. H. Story, Stanley: Rule and Level 
Plant, has been appointed a member 
of the code authority for the Forged 
Tool Manufacturing Industry. Mr. 
Story has been connected with this 
industry for 34 years, starting with 
the Atha Tool Company, Newark, 
New Jersey, in 1900. He has been 
with Stanley since 1913, at which 
time the Atha Tool Company was ab- 
sorbed by Stanley. 
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TACKLE BLOCK CODE AU- 
THORITY APPROVED 


@ APPROVAL of the following 
membership selected for the 
Code Authority for the tackle 
Block Manufacturing Industry 
has been announced by the Na- 
tional Recovery Administra- 
tion: H. P. Abbott, Boston and 
Lockport Block Company, East 
Boston, Massachusetts; T. A. 
McMillan, W. H. McMillan’s 
Sons, New York City; and W. J. 
Ferris, Jr., Western Block Com- 
pany, Lockport, New York. 


EMERGENCY DECLARED IN 
CAST IRON SOIL PIPE 
INDUSTRY 
@ THE National Recovery Ad- 

ministrator has determined 
that an emergency exists in the 
cast iron soil pipe industry jus- 
tifying the establishment for 90 
days of minimum net prices. 
Destructive price cutting, forc- 
ing prices to such low levels that 
the maintenance of code wages 
as well as the existency of small 
enterprises in the industry Were 
threatened, prompted the Ad- 
ministrator’s action. 

Under his order, net mini- 
mum prices per ton of 2,000 
pounds, F.O.B., Birmingham, 
Alabama, shall be: 

$27.50 for extra heavy weight 
soil pipe. 

$32.50 for medium weight soil 
pipe. 

$37.50 for standard weight 
soil pipe. 

$42.50 for soil pipe fittings. 

These prices are plus pub- 
lished freight rates to destina- 
tion. 

This industry has been oper- 
ating at approximately 10% of 
its capacity. In an effort to ob- 
tain business members of the in- 
dustry have been steadily de- 
creasing filed prices since the 
spring of this year. Recently 
this lowering of filed prices was 
accelerated and the last week in 
June the basic price per ton of 
extra heavy soil pipe dropped in 
one step from $27.50 to $22.50 a 
ton. This created a condition in 
Birmingham in which members 
of the industry could not pay 
code wages and in some in- 
stances plants were shut down. 


14 


PROPOSED AMENDMENT TO 
DISTRIBUTORS’ CODE 
REVISED 


@ OF the four proposed amend- 

ments to the code of fair 
competition for the Industrial 
Supplies and Machinery Distrib- 
utors’ Trade, all but one, that 
dealing with open price filing, 
appear to be acceptable to the 
National Recovery Administra- 
tion. 

Because of the ruling on open 
price filing issued on June 7, the 
proposed amendment is not now 
acceptable. A compromise 
amendment, given in full below, 
has been arrived at by the Re- 
covery Administration and the 
Code Authority. Due to the fact 
that immediate action is desired 
on these amendments, there is 
insufficient time to register a 
vote. However, distributors de- 
siring to protest were requested 
to do so in a letter dated July 
25, from the office of the Code 
Authority. 

Amendment number 3, as re- 
vised, read as follows: 

Amend Article V1, Section 2, 
by deleting the present Section 
2 and substituting therefore the 
following: 


“Article V1—Unfair 
Competition 


“Section 2. (a) Where in any 
particular territorial area a ma- 
jority of the members of the 
Trade desire to file prices within 
such territory, all members of 
the Trade doing business in such 
territory shall be given due 
notice of such desire and shall 
be given an opportunity to vote 
upon the question as to whether 
price filing shall obtain in such 
territorial area. If a majority 
of the votes received from the 
members of the Trade favor the 
filing of prices in such territory 
each member of the Trade sell- 
ing in that territory shall file 
with a confidential and disinter- 
ested agent of the Code Author- 
ity or, if none, then with such 
an agent designated by the Ad- 
ministrator, identified lists of 
all of his prices, discounts, re- 
bates, allowances, and all other 
terms or conditions of sale, here- 
inafter in this Article referred 
to as ‘price terms’, which lists 





shall completely and accurately 
conform to and represent the in- 
dividual pricing practices of said 
member. Such lists shall con- 
tain the price terms for all such 
products of the industry as are 
agreed upon in the election 
above referred to. Said price 
terms shall in the first instance 
be filed within five (5) days 
after the election. Price terms 
and revised price terms shall 
become effective immediately 
upon receipt by said agent. 
(Immediately upon receipt there- 
of, said agent shall by telegraph 
or other equally prompt means 
notify said member of the time 
of such receipt.) Such lists and 
revisions, together with the 
effective time thereof, shall upon 
receipt be available for inspec- 
tion by any member of the Trade 
or by their customers at the 
office of such agent. Said lists 
or revisions or any part thereof 
shall not be made available to 
any person until made available 
to all Members of the Trade and 
their customers, as aforesaid; 
provided, that prices filed in the 
first instance shall not be re- 
leased until the expiration of 
the aforesaid five (5) day period 
after the election of such terri- 
tory. The agency above re- 
ferred to shall maintain a per- 
manent file of all price terms 
filed as herein provided, and 
shall not destroy any part of 
such records, except upon writ- 
ten consent of the Administra- 
tor. Upon request the agency 
shall furnish to the Administra- 
tor or any duly designated agent 
of the Administrator copies of 
any such lists or revisions of 
price terms. 

“(b) No member of the Trade 
shall sell or offer to sell any 
products or services of the Trade 
for which price terms have been 
filed pursuant to the provisions 
of the Article, except in accord- 
ance with such price terms. 

“(c) No member of the Trade 
shall enter into any agreement, 
understanding, combination, or 
conspiracy to fix or maintain 
price terms, nor cause nor at- 
tempt to cause any member of 
the Trade to change his price 
terms by the use of intimidation, 
coercion, or any other influence 
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inconsistent with the mainte- 
nance of the free and open mar- 
ket which it is the purpose of 
this Article to create.” 


POWER TRANSMISSION CODE 
SIGNED 
@ THE code of fair competition 
for the Power Transmission 
Industry, a supplemental code 
under the Machinery and 
Allied Products Industry, was 
approved on July 6. The Indus- 
try includes those who manufac- 
ture for sale flat belt pulleys, 
rope sheaves, couplings, collars, 
hangers, pillow blocks, journal 
boxes, clutches and other inci- 
dental machinery and appliances 
used in the transmission of 
power, but does does not include 
manufacturers of shafting, mul- 
tiple V-belt drives, belting, cut 
gears, cut-tooth and cast-tooth 
sprockets, chains, speed reduc- 
ers and automotive parts, and 
parts thereof. 


An interesting paragraph on 
consignments reads as follows: 
“No employer shall consign any 
product to anyone or any class 
of trade, except in trading areas 
where existing competing stocks 
are now maintained by an em- 
ployer; provided, however, that 
the following practices are per- 
mitted: 

(a) The transfer of an existing 
consignment from one con- 
signee to another con- 
signee in the same trading 
area; 

(b) The conversion of a bona 
fide sale into a consignment 
for the purpose of protect- 
ing the seller when the pur- 
chaser is financially embar- 
rassed ; 

(c) The conducting of field 
tests or demonstrations of 
newly-designed product or 
of a new application of a 
product by any employer, 
without compensation.” 


NEBRASKA GROUP JOINS 
CENTRAL STATES 


@ A GROUP of Nebraska indus- 

trial distributors has joined 
the Central States Mill Sup- 
ply Club. This new group 
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consists of the John Day Rubber 
and Supply Cqampany, the 
American Machinery and Sup- 
ply Company, Fuchs Equipment 
Company and the Interstate Ma- 
chinery and Supply Company, 
all of Omaha. 

These houses were represent- 
ed at a recent meeting of the 
Central States Club by D. M. 
Edgerly, vice-president of the 
Interstate Machinery and Sup- 





G. C. Edgerly, Who Represented 
Nebraska Distributors at Recent 
Central States Meeting. 


ply Company. The Code Au- 
thority has been petitioned to 
place this group in the Central 
States area which now consists 
of Indiana, Illinois, Iowa and 
part of Wisconsin. 


NRA ANNOUNCES NEW 
POLICIES 


@ NRA has announced the de- 

termination of three policies 
of interest both to industries 
operating under approved Codes 
and those whose Codes are now 
awaiting approval. The an- 
nouncement is coupled with reit- 
eration of recent assurances 
that application of new policies 
to already approved Codes is 
not to be arbitrary and need not 
be expected unless the imprac- 
ticability of inconsistent Code 
provisions has been demonstrat- 
ed by experience. As heretofore, 
codes awaiting approval, if they 
are otherwise acceptable, will 
be approved and only the flatly 
inconsistent provisions will be 
stayed until the affected indus- 
try has had an opportunity to 
show the necessity for a varia- 


tion from the now established 
policy. 

Most important of three poli- 
cies announced is that which 
drastically modifies the practice 
of averaging maximum work 
hours over periods of weeks or 
months. The latter plan de- 
signed to provide sufficient flex- 
ibility for peak demands and la- 
bor shortages has, in operation, 
proved unsatisfactory. Such 
provisions, frequently misin- 
terpreted, have caused contro- 
versies and have proved difficult 
to enforce. 


Hereafter the use of averages 
will be limited in conformity 
with the following: 


“Averaging in provisions gov- 
erning hours of work has in 
practice proved unsatisfactory. 
Conditions which would other- 
wise give rise to the use of aver- 
ages should hereafter be dealt 
with in conformity with the fol- 
lowing policy: 

“To the extent that it is im- 
practicable to provide an in- 
flexible maximum hours limita- 
tion in view of peculiar seasonal 
or other needs of an industry, a 
stated maximum with a proviso 
for a definite tolerance (on a 
weekly or daily basis) may be 
provided. To penalize abuse, 
the payment of overtime for 
hours worked in excess of the 
stated maximum but within the 
tolerance, should be required. 
Where a definite tolerance is not 
sufficient, particular defined cir- 
cumstances (such as emergency 
maintenance and repair) may 
justify unlimited tolerance, with 
payment of overtime for all time 
in excess of the maximum.” 


Another problem, that of clas- 
sification of customers, which 
has troubled both NRA and in- 
dustries operating under Codes, 
may be solved by provisions now 
suggested to Code Authorities 
for inclusion (but which, it is 
emphasized, are not mandatory) 
in Codes. Experience has shown 
NRA that in many cases pro- 
posals by industries for manda- 
tory classification of customers 
involve attempts to exclude cer- 
tain types of distributors from 
distribution of ‘the product. The 
recommended (Turn to page 74) 
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GIVE US MORE PRACTICAL 


LESS CANNED SALES TALK 
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Some valuable sales tips from a man who 
interviews hundreds of salesmen 


@ SALESMEN like to talk. 
“Now here’s what I want to 
tell you about my product,” they 
say in substance, and frequently 
enter into a long-winded discus- 
sion that may interest them, but 
which often is of little or no in- 
terest to me. As an engineer I 
am interested in a product only 
as it fits in with my actual needs. 
This may sound hard boiled, 
but really I’m not that way. I 
try to give every salesman who 
calls a courteous reception and a 
hearing. Naturally, I prefer the 
salesman who can bring helpful 
ideas clothed in the fewest pos- 
sible words. 

Lets get down to fundamen- 
tals. What will the product do 
for me? Why is it better than 
others which I might use for the 
same purpose in this plant? How 
much does it cost? Am I in the 
market for such a product now? 
It’s an old story with us, getting 
written and oral solicitations on 
some product which we cannot 
possibly use, or will not use for 
months to come. The wise sales- 
man inquires, then talks, about 
our needs. 

This is not intended as a 
sweeping criticism of all firms 
and salesmen. We deeply appre- 
ciate the honest capable advice 
of salesmen, which time and 
again has proved invaluable. 
Rather, it is given by request to 
permit the type of salesmen we 
discuss to see themselves as the 
buyer sees them. Every progres- 
sive salesman wants to know the 
effect of his words on his pros- 
pect to understand just why he 
sells or fails to sell. That being 
the case, seat yourself in a com- 
fortable chair and observe the 
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By N. O. KENNIKER 


Chief Engineer, Atlas Brewing Company, Chicago 


N. O. Kenniker 


salesman of an imaginary prod- 
uct we will call Ridgeflex. It may 
actually be anything from coal 
to emery cloth. 

On this particular morning, 
there may be a dozen or so sales- 
men calling and perhaps some 
important work going on in the 
plant to which I should give my 
attention. 

Ridgeflex? I may be using it 
and have enough on hand to last 
me for several months. I ex- 
plain this. The salesman smiles 
brightly and says soothingly: 
“Now that’s all right. I just 
want to sit down and explain 
this product a little more thor- 
oughly. Efficiency tests have 
shown that Ridgeflex gives you 
more and better service.” 

“Yes, yes, I know, but some- 
thing just came up in the bot- 
tlng room. Anyway, I won’t 


possibly buy any more Ridgeflex 
until November.” 

“Well,” says the salesman, 
with what he believes to be a 
fine degree of tact. “I'll drop in 
and see you sometime next 
week.” 

Why should he see me next 
week about a product I cannot 
possibly use for months to 
come? There is, in this remark, 
the ugly suggestion that the 
salesman does not believe the 
buyer is telling the truth. The 
other possibility is that the 
salesman wants to maintain a 
contact. 

Salesmen generally overrate 
the value of contacts. They 
assume with the greatest confi- 
dence that contacts are synony- 
mous with friendships; that 
these in turn mean orders. Are 
you sure? 

Try asking yourself when you 
have completed a call if you have 
really improved your position 
with the prospect. The mere fact 
that the buyer has treated you 
with courtesy is no test of your 
standing. You have taken a cer- 
tain amount of the buyer’s time. 
In return have you given him a 
single idea that will help him? 
Did you interview him at a time 
when his mind was filled with 
other business of immediate im- 
portance? Did you make sensa- 
tional unsubstantiated claims for 
your product that will lead him 
to doubt your sincerity? 

By far the greater portion of 
goods are bought, not sold. While 
no engineer can succeed if he 
takes a_ know-it-all attitude 
toward salesmen, it is also true 
that the engineer often has spent 
the greater part of his adult life 
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in his kind of work. If he doesn’t 
have a better knowledge of the 
needs of his particular plant 
than the salesman who calls in- 
frequently, he is incompetent. 
The salesman enters the pic- 
ture when it comes to a knowl- 
edge of the available materials 
to supply those needs. He may 
tell the engineer how certain im- 
proved items on the market will 
increase his plant efficiency. The 
important question is the adapt- 
ability of the devices offered to 
the problem at hand. Here we 
find perhaps the greatest weak- 
ness of salesmen, a lack of knowl- 
edge of product applications. 
Through enthusiastic sales 
talk, the buyer sees the influence 
of pep meetings, the harangue 
of the sales manager, the de- 
mand that the salesman go out 
and place this product in the 
plants of his territory. Ridge- 
flex is used in another brewery 
and gives complete satisfaction. 
Therefore it will give satisfac- 
tion in other breweries. Will it? 
Manufacturers, distributors, 
and their salesmen are prone to 
class all firms of one industry to- 
gether so far as product applica- 
tion is concerned. This is com- 
parable with saying that because 
one sick mail carrier was made 
fit for duty through having his 
teeth pulled that all ailing mail 
carriers should have their teeth 
pulled, whether sound or not. 





Here’s an engine that has been running at the Atlas plant for nearly 

40 years. It still operates efficiently, which fact has stopped all salesmen to 

date. On the other hand, a conveyor salesman made a ready sale to this 

plant of $17,000. Records showed a $10,000 saving the first year. Breweries 
are glad to spend if you can show them how to spend profitably. 





Visit a number of breweries 
and you will better understand 
this point. In no two will you 
find an identical setup. Differ- 
ent types of boilers are used. 
Materials handling operations 
are different. Valves, fittings, 
tanks and other equipment re- 
flect the individuality of oper- 
ators. With all this different 
equipment, it goes without say- 
ing that no one item or line can 
give equally satisfactory service. 





@ THE salesman who is suc- 

cessful in selling the brewing 
industry will learn that what 
seems like a hide-bound worship 
of tradition is merely conser- 
vatism. 

The repeal of prohibition 
brought to the brewer an almost 
endless line of new devices, the 
makers of which all confidently 
assured him would cut costs and 
increase efficiency. While the 
brewer is anxious to achieve 
the results claimed for these 
goods, he wants positive proof 
before making radical changes. 

There was the case of a San 
Francisco brewer who consid- 
ered the purchase of new equip- 
ment for handling hops. The sys- 


tem was in operation in Ger- 
many and was endorsed by lead- 
ing authorities in this country. 
This brewer, however, wanted 
first-hand proof. Before approv- 
ing of the purchase, he built a 
small working model in his 
laboratory and actually turned 
out sample brews. 

Another brewer was asked 
about his experiences with steel 
barrels as compared with the 
wooden variety. “I can’t say 
yet,” he answered. “We’ve only 
been using the steel barrels for 
one year.” Yes, brewers are con- 
servative, but they’ve spent mil- 
lions with salesmen who could 
substantiate their claims.—Edit- 
or’s Note. 
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Salesmen are obsessed with 
the idea that to work up a busi- 
ness with a brewery, or any other 
industry, they have to wedge in 
and sell one firm of that indus- 
try. Many of them would will- 
ingly spend hours to place a 
brewery on their books for even 
a 25-cent order. With this en- 
tering wedge accomplished, they 
go to the next brewery and an- 
nounce that they are selling such 
and such a brewery. Possibly 
they are a bit bewildered when 
this announcement fails to cre- 
ate any marked enthusiasm from 
others in the trade. 


Selling to other breweries 
means nothing in itself. Knowl- 
edge of brewing methods, how- 
ever, may mean a great deal. The 
buyer is favorably inclined to- 
ward the salesman who can of- 
fer practical suggestions for im- 
proved methods of handling cer- 
tain problems, and he welcomes 
the man who has had enough 
brewery experience to make him 
familiar with sources of ma- 
terial for odd parts used in this 
industry. 

For the young salesman to 
gain practical knowledge of an 
industry is indeed a problem. 
The buyer wants to deal with a 
man of experience who can of- 
fer helpful suggestions, but the 
buyer (Continued on page 54) 
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ME TO START A NEW JOB RIGHT 


This purchasing agent, starting in a new job, put his reliance 


in distributors’ salesmen. 


He explains how they justified his 


confidence and gives his views on the methods used by the 


@ IN giving some of my im- 

pressions of the distributor’s 
salesman, I would never lay my- 
self open by calling him “only 
an order taker.” There might 
be a come-back. For it has been 
said more than once that a pur- 
chasing agent is not a buyer at 
all, but a mere “order placer.” 
Now there are no doubt “order 
taking’ salesmen and “order 
placing” purchasing agents, de- 
pending upon the individuals, 
and to a certain extent upon the 
conditions by which they are 
surrounded. On the whole, how- 
ever, us fellows on the two sides 
of the fence are endeavoring to 
handle our jobs on an intelligent 
and constructive basis. 

It was only 18 months ago 
that I became purchasing agent 
of this company, coming from 


most successful. 


By 


0. K. BUCKNER 


Purchasing Agent 
Electric Steel Foundry Company 


the transportation department 
of the Union Pacific railroad. I 
had never been a purchasing 
agent before. Neither had I 
ever been a salesman and nego- 
tiated with purchasing agents. 
Therefore, the thoughts that I 
have to offer here are not set 
down as the outcome of long 
years of experience. Rather, I 
hope to show how, in the begin- 
ning, by more or less placing 
myself in the hands of the dis- 
tributors’ salesmen, they did not 
throw me down but were of real 
help to me in getting established 
in a new line of work. 

At the start, I made the ac- 
quaintance of these men as 
quickly as possible. I laid my 
cards on the table and explained 
to them that I was green at the 
work and needed their help. 
They responded, as would be ex- 
pected, in the same spirit, and 
set about educating me, as you 
might say, and without too great 
emphasis on their own individ- 
ual interests in so doing. There 
was an exception or two, as is 
generally the case. One chap 
came in selling an article that 
we used, but the source of which 
I did not know. He told me, 
which was not the case, that my 


predecessor had always bought 
their line exclusively. He also 
told me, which was not the case, 
that the price was going up and 
that I should lay in a consider- 
able stock at once. 

I hope that I am not naturally 
of a vengeful disposition, but it 
would be an extraordinarily dif- 
ficult matter for that salesman 
to sell me again on that or any 
other line. 

One of the first things that 
impressed me about the distrib- 
utor and the distributor’s sales- 
man, and the services that they 
have to offer, was the fact that 
they are on the end of a very 
short string that I can always 
pull to get things done that 
would otherwise entail a great 
deal of effort and time spent on 
my part. I can best illustrate 
this by two examples. 

We were working with and de- 
veloping a new material known 
as Nirosta steel—K,SMO to be 
exact—and were having grind- 
ing trouble and could find no 
wheel to cut it. By a single tele- 
phone call, we had the distribu- 
tor’s salesman out and explained 
the trouble to him. In effect, 
we passed the buck to him and 
told him that here was a prob- 
lem to be licked, and that it was 
now his problem, which, of 
course, it was if he expected to 
sell us wheels. Then we put the 
whole thing out of our minds. 

It then became the distribu- 
tor’s duty to gather the data to- 
gether, send it on to the manu- 
facturer, discuss it with the lat- 
ter through correspondence, and 
make all (Continued on page 36) 
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BUSINESS OBSERVATIONS 






Pacific Coast distributor gains helpful 
knowledge on eastern trip which included 


attendance at 


@ THE first impression that I 
gained after arriving in Cin- 
cinnati for the recent mill sup- 
ply convention was the very sin- 
cere and evident earnestness of 
purpose displayed by distributor 
and manufacturer alike to com- 
pare notes and learn how they 
could best take advantage of the 
changed business status. All 
seemed to realize that a new era 
is upon us, that new problems 
confront us, and only by work- 
ing unselfishly, one with the 
other, can their respective busi- 
nesses be geared to the new 
tempo. There was evident at all 
times a distinct feeling that the 
manufacturer and distributor 
depend one on the other. 

On many occasions, manufac- 
turers expressed the opinion, 
that, over a period of years, 
good and bad, they could do a 
better job of marketing through 
representative distributors than 
was possible through branch 
houses and other selling 
agencies. They told me that dur- 
ing lean periods they could not 
profitably send out factory men, 
and consequently lost business. 
Manufacturers who had dis- 
tributors systematically cover- 
ing the territory, got business 
and kept the manufacturer’s 
product constantly before the 
trade. 

On the other side, talking 
with my fellow distributors, I 
learned that their experiences 
during the past few years have 
shown them more conclusively 
than ever before the advantage 
to themselves of being identified 
with strong, well-established 
manufacturers. 

These views have been ex- 
pressed before at conventions, 
but never before have I heard 
them so actively pronounced and 
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By S. F. WOODBURY 


Woodbury and Company 
Portland, Oregon 


with such sincerity, and particu- 
larly so in commodity group 
meetings. 

Another thing that impressed 
me particularly was the fre- 
quently expressed desire among 
distributors to learn more about 
the selling branch of their busi- 
ness. They are now going to the 
manufacturer asking for the 
particular selling points of the 
various products. I found that 
many distributors have estab- 
lished schools of instruction for 
their salesmen, factory branch 
men and the distributor’s own 
key men being the instructors. 
These schools are in earnest, 
held, for the most part, once a 
week, in the evening. Attend- 
ance is compulsory, and the les- 
sons must be learned. We ex- 
pect to have such a school at 
Woodbury and Company. 

In my contacts at the conven- 


the mill supply convention 


tion, and also with distributors, 
at such centers as Pittsburgh, 
Philadelphia and New York, the 
subject of profits naturally came 
up frequently. Apparently, on 
the Pacific Coast, there is gen- 
erally greater spread between 
selling price and factory cost. 
This is compensated for in the 
East and Middle West by a more 
rapid turnover. There, because 
of the more intensive industrial 
and manufacturing activities, 
stocks can be replenished almost 
daily, which holds inventories 
down. I find that, on the aver- 
age, they seem to do the same 
volume of business on about 
one-third of the inventory that 
is necessary out here. 

This is about the way it works 
out with us. On the average 
forty-five days after the goods. 
are ordered, we get them; 60 
days from then, in our wide- 
flung and more sparsely settled 
territory, we get them sold; 
finally, in approximately 60 days 
after they are sold, we get our 
money. That makes better than 
5 months from on-board cars or 
ship to on-board cash register. 

The average eastern distrib- 
utor will compare the foregoing 
routine with his own, of receiv- 
ing goods the week they are 
shipped, selling almost immedi- 
ately (if indeed they do not go 
direct from factory to consum- 
er) and billing out the same 
month, the whole transaction 
perhaps not exceeding 45 days. 
In short, the eastern distributor 
buys for immediate sale, while 
the Pacific Coast distributor 
buys for stock. 

That is one reason, no doubt, 
why the far western distributor 
cannot always sell at the manu- 
facturer’s resale prices, which 
are (Continued on page 58) 
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“Jack Stores”... “Say, Bill, why do you always ask 
for an Osborn Brush?” 


“Bill Worker”... “Why shouldn’t I? Osborn Brushes 


are made right ... always UNIFORM quality... and 
that means a lot to me!’’ 
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WHY 


do Users of Industrial Brushes 
CONTINUE TO SPECIFY 


VERY “Brush Conscious” Salesman of an 


Osborn Distributor can give his customers 
this assurance: “‘Whether you purchase one or 
a.thousand Osborn Brushes and whether you 
purchase them once or a thousand times, you 
secure UNIFORM quality, maximum perform- 
ance and low end-of-service cost.” ... . The 
fact that Osborn Brushes back up that statement 
is the reason why users of industrial brushes 


continue to specify “OSBORN.” 





THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE — CLEVELAND, OHIO 
Sales Offices: New York — Detroit — Chicago — San Francisco 
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SURVEY RANKS SALES 
HELPS NEEDED 


@A SURVEY, conducted dur- 

ing June by MILL SUPPLIES 
on the distribution of wire rope, 
revealed several interesting 
facts on the various sales helps 
which distributors felt were of 
the greatest assistance. It must 
be remembered, of course, that 
all products do not require the 
same type of cooperation from 
manufacturers. At the same 
time, the expressions recorded 
here may be helpful on kindred 
lines. 

To the question, “What forms 
of sales help by manufacturers 
do you find most effective in 
selling wire rope?” 120 dis- 
tributors listed the following, 
in order of importance: 

1. Missionary men working 

with our men. 


2. Envelope stuffers. 


3. Missionary men working 
on consumers alone. 


A department dedicated 
to better sales promotion 
methods in the supply 
business. Distributors are 
invited to contribute ideas 
on any activity of a sales 
promotional nature in or- 
der that maximum good 
may be obtained from an 
exchange of ideas. 





4. Consumer advertising—di- 
rect mail. 

5. Consumer advertising— 
magazine. 


6. Sales meetings. 


The high ranking of envelope 
stuffers is interesting since it 
contradicts the findings of a re- 
cent survey in which it was 
found that this form of promo- 
tion was very ineffective. 

Several distributors added 
comments on this point, among 
which is this one: “Manufac- 








Robot made of papiér-maché, a copy of the Iron Fireman trade mark, entered by the 
Swords Company, Rockford, Illinois, in the Centennial Parade of the City of Rockford. 
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turers should give more atten- 
tion to consumers’ individual 
problems and expert technical 
advice on the rope to be used.” 

And another: “Our salesmen 
could perform a fairly satisfac- 
tory job if given practical in- 
struction during sales meetings 
by a well-informed factory rep- 
resentative.” 

A more thorough study of 
promotion methods needed to 
properly merchandise various 
lines is being made by MILL 
SUPPLIES in the hope of elimina- 
ting, to some extent at least, 
the thousands of misappropri- 
ated dollars which are spent on 
this phase of the supply busi- 
ness alone. Reports on these 
studies will appear each month 
in this department. 


ADVISES CAREFUL LETTER 
WRITING TO INCREASE 
BUSINESS 


ew. F. SCHAPHORST, an en- 

gineer who has been in con- 
tact with the mill supply field for 
24 years, recently called on a 
concern in the “country”—one 
which uses a considerable quan- 
tity of industrial supplies. To 
the question, “Where do you get 
your supplies?” the manager 
gave him the name of a good- 
sized distributor in the nearest 
city. 

He went on to say, “I buy 
there because the city dealer 
keeps me continually informed 
regarding what he has, about 
new products, money-saving de- 
velopments and so on, while the 
local distributor never says a 
word. We have nothing against 
the local distributor but he 
has scarcely indicated that he 
cares for our business. He 
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has never sent us a circular 
letter, postal card or anything 
whatever of an advertising na- 
ture.” 


This conversation set Mr. 
Schaphorst to wondering 
whether a_ similar condition 
might not exist in many locali- 
ties and he has made the fol- 
lowing suggestions. 

“Why not go after business? 
Why not do some circularizing? 
Letter writing? Telephoning? 
One of the best and least costly 
ways in which to circularize 
your prospects is to send out a 
circular letter. Write the letter 
yourself if you can’t afford to 
hire an expert. An expert may 
be able to do better, that is true, 
but remember that almost any 
kind of letter is far better than 
no letter at all. 


“When writing the letter take 
your time at it. Don’t try to do 
it in a few minutes. Two weeks 
of thought isn’t too much. Of 
course I don’t mean that you 
should shut yourself up for two 
weeks and devote all of that 
time to thinking about and writ- 
ing a letter, but, work at it, off 
and on, for at least two weeks. 
Write the letter today. Read it 
tomorrow. You won’t like it, 
very likely, and will rewrite it. 
Read the second edition on the 
third day. You will very likely 
find something wrong with it 
again. And so on. By the end of 
two weeks you can be pretty 
certain of having a letter of 
which you will not be ashamed 
at some future date. 

“The trouble with too many 
letters is that they are dashed 
off in a hurry, mailed, and after 
they are gone it is discovered 
that something foolish has been 
said. After a letter is once 
mailed it cannot be recalled. You 
can’t “unsay” statements. That 
is why it is worth while to be 
extra cautious in the first place. 
But, above all, be sure to do 
something about it. The in- 
crease in your mill supply busi- 
ness will amaze you.” 


GODDARD-JACKSON EM- 
PLOYS BLOTTERS 


e GODDARD-JACKSON COM- 
PANY, Los Angeles, Califor- 
nia, is promoting sales by the use 
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of blotters sent out with regular 
mails. Printed in black on yel- 
low stock is a complete list of all 
supplies and equipment handled 
divided into general groups. 
Manufacturers whose lines are 
handled on an exclusive basis 
are listed separately. 

The name of the company and 
the telephone number are bold- 
faced and printed in large type 
to attract first attention. 


STVAN DESCRIBES MAILING 
LIST MAINTENANCE 


e THE STRONG, CARLISLE 

AND HAMMOND COM- 
PANY, Cleveland, Ohio, does a 
great deal of direct mail adver- 
tising, much of it with the help 
of its sources of supply. Natur- 
ally, a well-kept mailing list is 
essential to the success of this 
type of advertising. 

E. E. Stvan, manager of the 
mill supply department, in con- 
junction with the advertising 
department, has worked out a 
system which serves both as a 
producer of good mailing lists 
and as a check on each sales- 
man’s accounts. 


Each salesman’s accounts are 
listed on Kardex equipment and 
arranged alphabetically. Cards 
show all of the individuals who 
must be contacted and those who 
have any influence in the pur- 
chase of supplies. No difficulty 
has been encountered in keeping 
this list up-to-the-minute, since 
it has been made clear to the 
salesmen that these names are 
used extensively in advertising, 
thus helping their sales. 

The advertising department 
takes from these account cards 
a list of each man’s customers 
and the names of the buying 
factors. These are mimeo- 
graphed on 814 by 11 sheets 
with columns for checking after 
each name. 


When it is desired to circu- 
larize a list on power transmis- 
sion equipment, for instance, the 
salesmen are asked to check the 
names of buying factors on this 
item on one of these lists. This, 
according to Mr. Stvan, takes 
but little of the salesmen’s time 
and results in an accurate list 
which contains a very minimum 





E. E. Stvan, manager of the mill supply 
department of The Strong, Carlisle and 
Hammond Company, Cleveland, Ohio. 


of dead names and companies. 
The advertising department 
makes up lists under various 
product classifications which are 
good for some six or eight 
months without revision. 


It has been the experience of 
this company that manufactur- 
ers are more than anxious to 
cooperate in direct-mail efforts, 
especially when they can be as- 
sured that the list used includes 
the names of all of the buying 
factors on their line and only 
those factors. 


While some expense is in- 
volved in building selective lists 
it is safe to say that such ex- 
pense is largely offset by the 
elimination of addressing and 
postage to men who have noth- 
ing to do with purchasing the 
item being advertised. 





One distributor feels that a 
proper distribution of manu- 
facturers’ mailing pieces is se- 
cured by insertion in invoices 
and statements. Another feels 
that they should be packed 
with shipments of kindred 
items. This department will 
welcome the views of distribu- 
tors and manufacturers on the 
most effective means to secure 
maximum good from this type 
of advertising material. 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR JUNE, 1934 
100 — Average Monthly Sales, 1923—1925 


1933—Broken Black Line 


Strikes, general unrest, take toll. 


1934—Solid Black Line 


Sales Indicator for 


June drops to 67.1 


@ STRIKES, which were felt directly in the 

Pacific Coast area and in part of the South, 
had an indirect effect on business throughout the 
country during June. The general loss of confi- 
dence in the future, with a consequent falling off 
in purchases for stock or for plant improvement, 
is mirrored by the Sales Indicator, which regis- 
ters 67.1 for June as compared with 74.6 in May. 


The recession in volume was felt almost equally 
in all sections. The Indicator for the North At- 
lantic States dropped from 73.1 to 70.2; that for 
the Southern group from 88.1 to 74.2; the Middle 
Western from 69.5 to 62.1; and the Pacific Coast 
from 69.8 to 56.2. 


The decrease was not entirely unexpected, since 
advance reports, based on business for the first 15 
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days of the month had indicated drops in nearly 
every section but it was a little more severe than 
was anticipated in some sections. Similar advance 
reports for July, coupled with more complete in- 
formation on general business gathered from vari- 
ous sources, clearly point to a continuation of the 
downward trend through July and perhaps into 
August. 


It is significant to note that here and there 
among reporting distributors is a note of cheer- 
fulness brought on by a whopping big month. 
Further, the number of distributors who have 
equalled or surpassed the 1923-1925 level selected 
as normal is increasing each day. After all, a 
level of 67% of normal is rather high when we 
look back on the situation last year and the year 
before when the Indicator was far lower. 
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ECONOMY 
SUGGESTS 




















T HE fact that such a large number 
of operating organizations in the 
"Close Buyer" class have for years 
used only these injectors, liquid level 
gages and lubricating devices, is sig- 
nificant of the fundamental econ- 
omy of Penberthy Products. 


These Penberthy Products are cast 
from new metal .. . not made from 
spun or stamped brass. The design 
and workmanship allow for the rough 
handling that is probable. 


This is another important reason 
why Penberthy Products create 
profitable repeat business and good 
will for the supply house that stocks 
them. Penberthy Products are sold 
only through the jobbing trade. 

















PENBERTHY INJECTOR COMPANY 
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SERRE TORIAL SALES INDICATORS 
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NORTH ATLANTIC STATES 


Breaking from its 1934 high of 73.1, registered in May, by almost exactly 
the predicted amount, the Sales Indicator for this group touches 70.2 for June. 
With only one exception, reporting distributors in this section are expecting 
further decreases in July, the amounts ranging from 5% to 40%. 








SOUTHERN STATES 


Still out in front, but hit hard by the decline in business, sales in the 
Southern territory force the Indicator from 88.1 in May to 74.2 in June. While 
some scattered reports indicate a July pickup, sales, for the most part, are 
expected to recede further by from 5‘ to 15%. 








MIDDLE WESTERN STATES 


The steady progress among distributors in this group receives its second 
setback during the first six months of 1934, the Indicator sliding from 69.5 
in May to 62.1in June. Further losses, ranging from 5% to 25%, are looked 
for in July. Reporting distributors were unanimous in this, not one expect- 
ing a gain. 








WESTERN STATES 


Insufficient reports from this territory make the calculation of a territorial 
figure unsafe. However, among the few reporting the recession in sales was 
less noticeable than in other sections. 








PACIFIC COAST STATES 


Of course, the reason for the drop in the Pacific Coast Indicator is obvious. 
Further, since decreases of from 20% to 50° were expected, it is noteworthy 
that the Sales Indicator dropped only to 56.2 in June, as compared with 69.8 in 
May. Since the strike was not settled until the end of July, another severe drop 
will undoubtedly be registered on the Sales Indicator next month. 











MMMM a LMM LLL LLL MLL 
26 MILL SUPPLIES 































G.T. M. CUTS HOSE COST 80% 







GOODYEAR EMERALD CORD HOSE 


SPECIFIED BY G.T.M. 


FOR SELMAN & COWAN COMPANY 
BIRMINGHAM, ALABAMA 


TUBE ESPECIALLY 
COMPOUNDED TO RESIST 
LUBRICATING OILS 


MULTIPLE 
DOUBLE BRAIDS OF CORD 
EXTRA RESISTANCE 
TO BURST ANDO VIBRATION 






ly YOU want to learn how to cut drilling costs, just 
ask Selman & Cowan Company, well-known con- 
tractors and engineers of Birmingham, Alabama. 


When this firm contracted to widen Village Creek, 
Birmingham, for drainage purposes two years ago, 
they believed all makes of hose were pretty much 
alike. 


This was no spectacular job, but there was con- 
siderable rock drilling—and they soon discovered 
that the several different makes of hose they were 
using were averaging only three to four months’ 
service! 


Dissatisfied, they told their troubles to the G. T. M. 
— Goodyear Technical Man. 


SPECIFIES EMERALD CORD 


Observing that the hose was being constantly 
dragged back and forth over rock and was fre- 
quently under water, the G.T. M. specified Goodyear 
Emerald Cord Air Hose because of its extra tough 
cover, specially designed to resist cutting, peeling 
and abrasionfunder severest conditions. 


This hose gave 18 months’ continuous service=five 
times longer wear than the other makes. And that 
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Saving leads engineering firmto 5 
adopt 100% Emerald Cord Hose 


Evidence like this 
helps Goodyear Dis- 
tributors increase 
air hose sales 


.-- hose was frequently under water 


figures 80% less replacement cost in any language! 


“It is needless to say that our hose is now 100% 
Goodyear Emerald Cord,” writes Selman & Cowan. 


That’s the kind of facts that enables Goodyear 
Mechanical Rubber Goods Distributors and their 
salesmen to land the order when hard-boiled P. A.’s 
say “show me.” If you are not a Goodyear Distrib- 
utor, why not see if there is an opportunity for you 
to be one? Write Goodyear, Akron, Ohio, or Los 
Angeles, California. 


BELTS » MOLDED GOODS 


HOSE - PACKING 


MADE BY THE MAKERS OF GOODYEAR TIRES 











General view of the south side of the exhibit hall. 


BRIERLY-LOMBARD OPENS NEW 
OFFICE WITH EXHIBIT 


@ OVER 400 superintendents, purchasing agents 

and foremen from plants in Worcester County, 
Massachusetts, helped the Brierly-Lombard Com- 
pany, Worcester, open its new office and warehouse 
at 214 Summer Street in proper style. 

An industrial exhibit, featuring the products of 
leading manufacturers represented by the com- 
pany, was open to visitors from noon until 9 P. M. 
every day from June 11 to June 15. 

The new warehouse has three floors, 40-feet by 
90-feet. The entire interior is coated with alumi- 
num paint. Besides an unloading platform directly 
into the elevator, there are four other doors from 
which trucks can be loaded. The rear doors open 
on an acre of parking space. 

Exhibitors included: American Asphalt Paint 
Company, American Pulley Company, Ames, 











Another view of the exhibit hall, showing the wide aisles 
which permitted easy access to exhibits. 


28 





Baldwin, Wyoming Shovel Company, Armstrong- 
Blum Manufacturing Company, Behr-Manning 
Corporation, Coburn Trolley Track Company, 
Columbian Rope Company, Henry Disston and 
Sons Company, Fafnir Bearing Company, L. H. 
Gilmer and Company, Graton and Knight Manu- 
facturing Company, Greenfield Tap and Die Cor- 
poration, R. G. Haskins and Company, Holo-Krome 
Screw Corporation, Johnson Bronze Company, 
Keystone Manufacturing Company, Linde Air 
Products Company, Millers Falls Tool Company, 
New York Belting and Packing Company, Nichol- 
son File Company, Norton Company, Parker-Kalon 
Corporation, Pike Manufacturing Company, Rus- 
sell, Burdsall and Ward Company, Russell Manu- 
facturing Company, Stanley Electric Tool Com- 
pany and the Wright Manufacturing Company. 







as possible were placed in these spaces. 
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One of the display windows. As many different small items 
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A Vital Phase of 


“How does Hewitt Research help me?” 
is a question every distributor and his 
salesmen are justified in asking. 

The answer is threefold. First, Hewitt 
Research safeguards the quality of every 
Hewitt item, through repeated testing 
and careful control of processing ... all 
the way from raw materials to the ship- 
ping room. 

Secondly, Hewitt Research is 
constantly making improve- 
ments both in the compounds 
and design of Hewitt rubber 
goods. The Hewitt line never 






stands still. Frequently a new -Hewitt 
construction anticipates industry’s needs 
by many months! 
Thirdly, Hewitt Research has in the past 
.and still is... ready to create and 
adapt mew constructions to industries 
where the magnitude of the job warrants 
special research effort. 
If you’re not wholly acquainted with 
Hewitt co-operation, let us 
know. We'll explain person- 
ally. Hewitt Rubber Corpo- 
ration, Buffalo, New York. 


nor  Lo-operation 




















VI at Le CORPOF 


THE GUTTA PERCHA & RUBBER MANUFACTURING CO. EST. 1859. 
HOSE 
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_ RUBBER _ 





ATION , 


pipe 





HEWITT CO-OPERATION 





.. HEWITT RUBBER COMPANY. BST. 1904 
CONVEYOR AND TRANSMISSION BELTS PACKING 
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KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 
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E. A. PEDEN SUCCUMBS TO 
HEART ATTACK 
e@ FE. A. PEDEN, chairman of 
the board of directors of the 
Peden Company, Houston, Texas, 
and a civic leader in that section 
for over 30 years; died suddenly 
as a result of a heart attack on 
July 10. 

Mr.. Peden, who founded the 
company bearing his name, was 
66 years of age. He served as 
Federal food administrator for 
Texas during the war and later 
ment to Europe with Herbert 
Hoover. He was a former chair- 
man of the port commission and 
former president of the Houston 
Chamber of Commerce. 

He was born in Calhoun Coun- 
ty, Georgia, in 1868. His early 
education was obtained in the 
public schools of Griffin, Georgia. 
Later he entered the Sam Bailey 


Here is a house that hasn’t laid off a man in five years, the R. H. Myers Hardware 


Institute where his college pre- 
paratory training came to an end 
before completion of the course. 


HARLAND-ROBERTSON COM- 
PANY FORMED 
@ A NEW corporation, the Har- 
land-Robertson Company, has 
been formed to succeed Harland- 
Krue and Company, and will oc- 
cupy the same premises in De- 
troit, 1330 West Lafayette Bou- 
levard. Officers are: A. T. Har- 
land, president; John Robertson, 
Jr., vice-president, and A. E. 
Card, secretary. 

Mr. Harland was formerly with 
the Charles A. Strelinger Com- 
pany of Detroit. Mr. Robertson 
was, at one time, purchasing 
agent and, later, sales manager 
of the Detroit Carrier and Manu- 
facturing Company. He has a 


Company, St. Louis, Missouri. Front row, left to right: Ralph W. Myers, vice-presi- 
dent and general manager; J. McKay, Boyer Chemical Laboratory Company, whose 
industrial line Myers has just taken on; S. A. Kottwinckle, salesman; R. E. Myers, 
Ralph’s son, just starting out as a salesman, and John H. Myers, secretary. Rear row: 
Henry Vogts; Eugene J. Myers; Herman G. Vogel, and Herman H.Gutzler, all salesmen. 
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wide acquaintance in Detroit and 
will take an active part in the 
business. 


WOODBURY JUNIOR RE- 
CEIVES PROMOTION 


e SID WOODBURY, JR., for- 

merly shipping clerk of Wood- 
bury and Company, Portland, 
Oregon, and later, local buyer, 
has recently been transferred to 
charge of stock and of all east- 
ern purchases. Young Sid has 
worked hard and plenty for the 
progress he is making, having 
been with the company 10 years 
and received his 10-year button 
June 19. 


NEW ORLEANS DISTRIBUTOR 
INCREASES SALES STAFF 
@ THE Marine Specialty and 

Mill Supply Company, Incor- 
porated, New Orleans, Louisiana, 
has added the following men to 
its sales organization: Rudolph 
Viola, James Viola, D. E. Ducos 
and Morgan Kather. 

This company is distributing 
several new lines, among which 
are those of the following com- 
panies: Automatic Tube Cleaner 
Company, American Oil Pump 
and Manufacturing Company, 
The Coe Manufacturing Com- 
pany, The Emil Greiner Com- 
pany, The Jewel Manufacturing 
Company and the Walsh Refrac- 
tories Corporation. 


HORTON MACHINE ADDS 
SALESMEN AND LINES 


@ THE Horton Machine Works, 

Incorporated, Elmira, New 
York, has added Earl Kizer, 
John McLaughlin and Will Sul- 
livan to its sales organization. 

In addition to restocking all 
old lines, the following new lines 
have been added: Simonds files 
and hack saws, motor pulleys and 
Page leather belting. 


MAX WITH ALDEN SUPPLY 
@e HARRY J. MAX is a new 

salesman with the Alden Sup- 
ply Company, Philadelphia. He 
is concentrating his activities 
among the textile mills. 
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To Widen your Valve Market 


—Jenkins provides a fine low-cost Iron Body Gate! 


f Here is the answer to your request for a /ow-cost Jenkins Iron 
Body Gate Valve...one which meets the needs of customers who 


it will give an extra good measure of service for its cost. 


You'll find some of the special features of the Jenkins TWIN-BOLT 
Gate below. Learn about them. They are effective sales points. 
Arrange for stock without delay. Sizes range from 1% to 4 in. 
Made in Rising Stem, Inside Screw pattern. Both Iron Body 
Bronze Mounted and All-Iron types are available. Write for details. 


do not require “lifetime service”. In presenting this new Fig. 40 
E: TWIN-BOLT Gate as a low-cost valve, however, we want to em- 
y & phasize the fact that it is not a “cheap” quality valve. It is a real 
a “Jenkins”, carrying the famous “Diamond” trade mark...an 
E assurance that it is well and carefully made...a guarantee that 





JENKINS BROS., 80 White Street, New York, N.Y.; 510 Main Street, Bridgeport, Conn.; 
524 Atlantic Ave., Boston, Mass.; 133 No. Seventh Street, Philadelphia, Pa.; 822 Wash 
ington Blvd., Chicago, Ill.; JENKINS BROS., Ltd., Montreal, Canada; London, England 





These Advantages Mean Sales for You! 


Unique “Twin-Bolt’’ Design Adds Convenience 


No need for special clamps or bolts to 
secure bonnet to body. Two steel bolts 
become sufficient. This means quick, easy 
disassembly. No chance of distorting body 
when tightening nuts. An advantage, if a 
bolt should break as it can be easily replaced. 





Tapered, Reversible, Double-Faced Wedge with Slip-on 


feature—A sharply tapered wedge, with 
accurately machined seating surfaces. Deep 
guide ribs of equal width cast in the body 
permit reversal of the wedge, and keep 
wedge in line for perfect seating. 








Extra Large Capacity Stuffing Box Nut 


A big stuffing box nut which holds an ex- 
ceptionally large quantity of packing is a 
worthwhile feature. It means less frequent 
maintenance and reduces friction on spindle 





for easier operation. 


Every Valve Tested and Rated 
Each Valve is individually tested and a high 
factor of safety maintained. Pressure ratings 
for steam, oil, water, gas are cast on the body. 


ae YO 





Also the “TWIN-BOLT” Gate has a strong spindle of correct length, with 
accurately machined threads that provide strength with fast operation. 
All types can be repacked under full pressure when in open position. 


enkins Valves 


BRONZE — IRON — STEEL SINCE 1864 














AUGUST, 1934 








Mounted on the wall at the Syracuse 
Supply Company, Syracuse, New York, 
is the above blackboard, known as the 
Daily Progress Chart. Estimated sales 
on each commodity are posted at the 
beginning of each month. Against these, 
each salesman’s sales are posted daily in 
order that progress made against the 
“bogey” will be known at all times. 








WOODBURY SERVICE 
BUTTONS 


@ ONE of the employees of 

Woodbury and Company, 
Portland, Oregon, Arthur Tag- 
gesell, has just received his five- 
year button, which brings to 
light the Woodbury method of 
recognizing years of service. 
Those who pass their fifth year 
with the company get a bronze 
button; tenth year, a silver one; 
fifteenth year, gold and twen- 
tieth year gold with diamonds. 
The buttons are in the form of 
the Woodbury wheel emblem. 

There are 38 people in this or- 
ganization, and to date, 24 wear 
their five-year buttons and 
seven, 10-year buttons. Since 
the company is only 1214 years 
old, there are no gold buttons in 
evidence yet. 


GODDARD-JACKSON AP- 
POINTS BRANCH 
MANAGER 


e Cc. W. PREWITT, JR., has 

been appointed manager of 
the San Francisco branch of the 
Goddard-Jackson Company, Los 
Angeles. 

New lines now being distrib- 
uted by this company include 
Broderick and Bascom Yellow 
Strand rope, Moline Malleable 
Iron Company, Malleable chain 
and casters and transmission 
equipment manufactured by the 


32 


Bond Foundry and Machine 
Company. 


BANISTER AND GEYER 
MOVES TO LARGER 
QUARTERS 


e BANISTER AND GEYER, 

Incorporated, Newark, New 
Jersey, division of H. W. Mills 
and Company, Paterson, has 
moved to larger quarters at 468- 
470 Broad Street. This building 
was formerly occupied by Ben- 
jamin Meyer and Company. 

The new quarters will provide 
increased facilities, larger floor 
space, better displays and ship- 
ping facilities. It is planned to 
enlarge the stocks now carried 
by the company. 


BOLT AND SCREW LISTS 
AVAILABLE 


e THE Cuneo Catalog Service 

Company has prepared a 
desk-size sheet showing the list 
prices on machine, carriage, log, 
elevator and stove bolts, cap and 
set screws, wood screws, ma- 
chine screws and nuts. These 
lists, together with a table giv- 
ing the net of various single and 
multiple discounts, should prove 
a time saver to all price clerks. 

Distributors making the re- 
quest may have as many copies 
of this price sheet as are neces- 
sary, free of charge. 


KASPER AND KOETZLE 
ISSUES CATALOG 


@ THE Kasper and Koetzle 

Hardware Company, Incor- 
porated, Brooklyn, New York, 
has just published a new 250- 
page catalog showing its com- 
plete line of industrial supplies, 
tools, iron and steel. 

The book, which is attractive- 
ly bound in red, was prepared by 
the Cuneo Catalog Service Com- 
pany, Chicago. 


MAJESTIC HANDLING NEW 
YORK BELTING 

@e THE Majestic Packing and 
Rubber Corporation, New 

York City, has completed ar- 

rangements to handle the com- 

plete line of mechanical rubber 

goods manufactured by the New 


York Belting and Packing Com- 
pany in the metropolitan area. 

The general manager of this 
company is G. E. Schwarz, who 
has been active in sales work in 
this district for more than 16 
years. 


THREE NEW LINES FOR 
ALDEN 
e THE Alden Supply Company, 

Philadelphia, is now distrib- 
uting Harrington hoists, Gen- 
eral Electric lamps and Great 
Western Fuses. 

Business has shown a steady 
gain each month this year. How- 
ever, July and August are ex- 
pected to be a little slow. 


BRIERLY-LOMBARD DISTRIB- 
UTES NEW YORK LINE 


e THE Brierly-Lombard Com- 

pany, Worcester, Massachu- 
setts, has recently taken on the 
distribution of the complete line 
of New York Belting and Pack- 
ing Company mechanical rub- 
ber goods. 

This association marks the 
joining of two of America’s old- 
est industrial concerns, the his- 
tory of the New York Belting 
and Packing Company dating to 
1846 and that of Brierly-Lom- 
bard to 1847. This date estab- 
lishes Brierly-Lombard as one of 
the oldest, if not the oldest, sup- 
ply house in the country. 





A stock order in the making. ‘Luke” 


Neip, purchasing agent, and Carl Chan- 
non, vice-president of the Great Lakes 
Supply Company, Chicago, listening to 
a sales talk on fire brick by “Q” Quigley, 
president of The Quigley Company. 
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PLOW BOLTS 


OF EVERY TYPE 


For years, Upson has been rendering a triple ser- 
vice—to plow manufacturers who take a pride in 
the performance of their product—to the jobbing 
trade supplying bolts to rural communities—and 
to the farming industry interested in obtaining 
full value for its equipment expenditures. 

The Upson line of plow bolts is complete— 
ten styles for new plows—and other styles for 
repairs. Every one is given a special heat treat- 
ment to develop strength and wear-resistance. 
Every one is headed to fit! accurately the counter- 
sinks provided for them. Every thread is clean 
and sharp. Every one is typical of Upson quality 
—in materials and in workmanship. 

When ordering, be certain to specify whether | 
plow bolts are for new equipment or for re- De es ene 


pairs, as there is a slight differ- REPUBLIC STEEL 


ence in the height of the head on CORPORATION 
2 CLEVELAND, OHIO 
all Upson repair bolts to compen- AaReS 





sate for worn surfaces. 
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boodrich belt program 
‘\\ tor boodrich 





Top Left—Howard M. Sager, President Sager-Spuck Supply Sager-Spuck representative making a Highflex Belt endless, on the job, by means of the 
Co., Goodrich Distributor, Albany, N. Y. special Goodrich splice and the portable vulcanizer. This method is so simple and effec- 
tive that one belt man in this Distributor’s organization began splicing belts after only 

Top Right—Headquarters of Sager-Spuck Supply Co., Albany one demonstration, and has never yet had a belt fail due to improper splicing. 


Goodrich 
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sells 6 new accounts 
distributor 


ROSPECTS, who had always remained 
| yan are now profitable customers of 
Sager-Spuck Supply Company, Goodrich Dis- 
tributor in Albany. The thing that turned the 
trick was a new method, developed by Goodrich, 
of making rubber belts endless right on the job 


—with a strong permanent joint, which we call 
Plylock.* 


Goodrich also worked with an equipment 
manufacturer to develop a practical portable 
vulcanizer. With the Plylock joint and this 
vulcanizer, Goodrich belts can be made endless 
for any type of drive, and the work can be 
done in a few hours. 


Rush orders for endless belts, which formerly 
had to be handled by the belt factories, are now 
serviced perfectly by Sager-Spuck. By selling 
this belt service where they could never sell 
before, the Goodrich program has opened new 
accounts to which Sager-Spuck now sell many 
of their other items. These new accounts include 
three leading paper mills, a brewery, a rock 
products company and a grist mill—all large 
users of Sager-Spuck’s other lines. 


This is just one more evidence of the advantage 
Goodrich Distributors have over their com- 
petitors. The new Highflex Belting Plylock joint 
and the Vulcanizer are developments of rightly- 
famous Goodrich research, which is constantly 
at work to keep the Goodrich Distributor 
in the lead with the most complete line, with 
new products first, with outstanding values and 
new sales aids. The B. F. Goodrich Company, 
Mechanical Rubber Goods Division, Akron, O. 


* Patent applied for 
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Typical of the many types of drive for which Sager-Spuck Supply Co. have made 
Highflex Belts endless, on the job. 


NEW SOURCES OF PROFIT 


Goodrich research is constantly adding new items 
to the distributor’s line—new products on which to 
make a profit. For example, Goodrich distributors 
have recently been offered . . . . 


@ Improved rubber-lined valves 
@ Rubber carpet cushion 


@ Improved conveyor belt for handling hot material 
go 
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BELMONT 


AIDS DISTRIBUTORS 


The Belmont Sample 
Kit for YOUR 
Salesmen. 


— not only provides distributors with 
the finest quality packings but also helps 


you to sell them. 


That explains why Belmont has such a strong 
and successful distributor structure. 


There is another important factor to consider, 
too—by the dependable way in which they do 
their job, Belmont Packings help to build 
greater confidence and good will for you among 


your customers. 


The three most important elements in the 
Belmont plan of distributor cooperation are— 


] Belmont advertising—consistently 
* appearing in leading 


publications. 


Belmont Packings. 








The Belmont Sample Kit—contain- 
ing samples of all major types of 


3 The Belmont Catalog—with its de- 

* tailed service recommendations that 

enable you to analyze customers’ 
needs and fill them properly. 


If you are not already a Belmont Distributor, 
write to us and learn about a real opportunity. 











4 — 


HE BELMONT PACKING & RUBBER CO. 
Butler and Sepviva Streets, - Philadelphia, Pa., U.S. A. 
“THERE IS A BELMONT PACKING FOR EVERY SERVICE” 























DISTRIBUTORS’ SALESMEN | 
HELPED ME TO START 
(Continued from page 18) 








arrangements for the manufac- 
turer’s expert to come here and 
get on the job. These details were 
all taken care of for us. The ex- 
perts came, went into the prob- 
lem and solved it by the time that 
we were ready to go into exten- 
sive production. 

Contrast this with example 
number 2, a problem with which 
we are now faced. We are hav- 
ing trouble with the electrodes 
used in one of our electric fur- 
naces. These are not handled 
by any local distributor, but 
must be bought direct. First 
came a long-distance telephone 
call to the headquarters of the 
manufacturer in Detroit. This 
cost money and was simply to 
find out who the man was who 
should make the investigation. 
We ascertained that he was a 
man located down in San Fran- 
cisco. Then it took two or three 
telegrams back and forth trying 
to locate him, and finally arrang- 
ing for him to come to Portland 
and get onto the problem. Fi- 
nally will come the dealings be- 
tween us and him and the com- 
pany headquarters. Altogether, 
it will mean considerable time, 
expense and annoyance as com- 
pared with simply calling up the 
distributor and telling him: 
“Here, get on the job and 
straighten this thing out.” 

The business of making steel 
castings is a technical one, and, 
naturally, we have our chemists, 
metallurgists and other techni- 
cal men. The purchasing agent 
must necessarily follow in a gen- 
eral way the developments that 
are going on in these various 
technical fields. But while he 
may read the technical journals 
to do this, he must also keep his 
ears open for suggestions from 
any source. The distributors’ 
salesmen represent one of these 
sources. They represent a clear- 
ing house of information that 
the purchasing department can 
use. 

Naturally, their suggestions 
will tend more toward the sales 
and economic phases of the busi- 
ness. For example, a salesman 
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Clipper Hooks 
az ¢ | 5 

lower in price 
than any other 
hook made in 


America, vet 
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Protection against operating delays is becoming increasingly im- 
portant. In this new era of regulated labor and raw materials 
industry must meet a closer competitive balance with increased 
mechanical economies. 





This is the year to drive home to every plant executive the efficiency 
of Clipper Lacing Equipment—the watchdog on which unbroken 
production schedules depend. 


CLIPPER BELT LACER COMPANY GRAND RAPIDS, MICHIGAN 


Meng 
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P'STRIBUTORS are judged 

not only by the charac- 
ter of their organizations 
and their representatives but 
also by the company they 
keep—that is, by the repu- 


HELPS YOU BUILD 
CUSTOMER 


CONFIDENCE 
— YOUR GREATEST 
BUSINESS 
ASSET>»»» 


tation of the products they sell. 


If you represent a product of outstanding prestige, 
you share liberally in that prestige. 


That, as many distributors know, is the advantage of 


selling Yale Chain Hoists. 


Yale is a name that builds customer confidence and 
good will for industrial supply distributors. Fine 
quality backed up by intensive advertising have made 
it an industrial by-word throughout the world. 


And always remember this—when you offer a cus- 
tomer a Yale Chain Hoist you are offering him the 
strongest, speediest and safest means of hoisting by 


hand. 


"FROM HOOK TO HOOK A LINE OF STEEL" 





M 


Yale Spur-Geared 
Chain Hoist 










THE YALE & TOWNE 
MANUFACTURING CO. 


PHILADELPHIA DIVISION, 
PHILADELPHIA, PA., U.S.A. 


Makers of Yale Hand Chain Hoists, 
Electric Hoists, Trolleys, Hand 
Lift Trucks and Skid Platforms. 


' came in one day and began to 


discuss the subject of a certain 
alloy. We had been using it in 
small quantities in the past. But 
he showed me how I could put 
in a stock, on a consignment ba- 
sis, at a very material saving, 
and as the use of this alloy grew 
our profits could eventually be 
increased considerably. 

This came at a time early in 
my education, but through this 
one suggestion I learned to ap- 
proach others on similar propo- 
sitions and obtain similar serv- 
ices or concessions. 

No one, I believe, expects the 
distributor’s salesman to be a 
full fledged engineer and tech- 
nical expert on all of the various 
lines that he handles. But we 
on the purchasing end do ex- 
pect him to at least know what 
his house is handling, and to a 
reasonable degree what they are 
carrying in the way of stock. 
Nothing, perhaps, is more irri- 
tating than to talk with a sales- 
man who never knows without 
reference to his catalog or fre- 
quent recourse to the telephone, 
whether or not he can supply 
the products that are under dis- 
cussion at the moment. There 
are a few such, although it is 
pleasing to say that they are far 
in the minority. 

In the way of salesmen that 
I do not care for, might also be 
mentioned the time consumer. 
Here and there are fellows who, 
if permitted to do so, would camp 
by the hour in a busy office. It 
is hard to say just what they 
do talk about. The time wast- 
ers, for the most part, do not get 
off anything that makes enough 
of an impression to be remem- 
bered specifically. 

Coming back to what we 
started out with, the accusation 
sometimes made that the dis- 
tributor’s salesman is only an 
order taker, the question has 
been asked me as to how these 
distributors’ salesmen stack up 
with the salesmen of the manu- 
facturers. Perhaps my view- 
point may be questioned in some 
quarters when I say that I am 
inclined to go a little more care- 
fully in following out the sug- 
gestions made by the manufac- 
turers’ men than I am those of 
the distributors’ salesmen. 
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to do a GOOD JOR 


That's the way every Nicholson File 
leaves this factory—no detail has been over- 
looked—no pains that advanced file engin- 
eering ingenuity can devise have been spared. 

With such a preparation for its life work 
how that Nicholson File can remove stock! 
It teams up with the machinists of the 
country to make their work easier — and 
better. Therefore it teams up with Mill 
Supply Salesmen in insuring satisfied users. 


And when that particular file’s work is 
done—there’s another Nicholson to take its 
place — equally good — just as able to re- 
move more stock in a given length of time. 

And the Nicholson File—teams up with 
cost sheets too—helps to keep production 
costs where they ought to be—that makes 
it unanimous! Nicholson Files are highly 
regarded by all concerned. Nicholson 
File Company, Providence, R. I., U. S. A. 


Genuine 
NICHOLSON FILES 


FILE FOR 
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EVERY 
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Another Famous Member of the 


NATIONAL 


F amily — 


Pin Reamer 













































It's THE REAMER for 


Machine Reaming of 
Tapered Holes — 


A COMPLETE LINE OF 


SPECIAL TOOLS 


DETROIT, U.S. A. 


Tap and Die Division 


WINTER BROS. CO., WRENTHAM, MASS. 








The NATIONAL 
“HELEX” Taper 


TWIST DRILLS, REAMERS, HOBS, MILLING CUTTERS, 


NATIONAL TWIST DRILL & TOOL CO. 











A manufacturer-distributor relationship 
of over 30 years’ standing was cemented 
at the May convention. H. C. Elsworth, 
left, president, White Tool and Supply 
Company, Cleveland, greets A. J. Weis, 
sales manager, Chicago Belting Company. 





This may seem illogical when 
it is remembered that the manu- 
facturer’s salesman has only his 
one line to think about. There 
is no doubt that, as a specialist, 
he generally is more thoroughly 
grounded in it than a distribu- 
tor’s salesman can be with all 
the different lines he must han- 
dle. But sometimes I am in- 
clined to think that the manu- 
facturers’ salesman knows too 
much, and is inclined to make 
snap judgments and hasty rec- 
ommendations, which, if we fol- 
low out too often without ques- 
tion, cost us money. 

The manufacturer’s man cov- 
ers a great deal of territory, and 
on the run. While we may be 
his customers, the same as we 
are of the distributor, we are 
not quite so close to him, and if 
he does pull a boner he is gen- 
erally far away when it comes to 
light and not so subject to our 
immediate wrath, and there is 
always the probability that we 
will have cooled off anyway, by 
the time his orbit brings him 
back to us. 

What I am getting at is this. 
If we put a problem up to the 
distributor’s salesman, as in the 
case of the grinding wheels, we 
feel that it will first have the 
careful attention of the distrib- 
utor, who will pass it along to 
the manufacturer, where it will 
have studied and mature thought 
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HAVE WE EVER ASKED REPUBLIC 
FOR THEIR PROPOSITION? 





Republic offers a profitable proposition to distributors 
that is distinct from any other in the mechanical rubber 
products industry. In view of our nation-wide reputation 
for quality production and for strict allegiance to the aims 
of distributors, it is obviously a gee 

matter of good business to inves- ra s siatiahiainimeiiidiiiee 
tigate all the special advantages iecarmianissetien 


2 A quality of product uniformly good 





and capable of delivering service results 


that a Republic Franchise affords. that should reasonably be expected 


3 A price basis inducing and making pos- 
bi 


R sible aggressive competition with rea- 
we ile sonable profit return. 


Jou =a 4 Freedom from competition from his 
Usoremag Under s 

















Arovoved Code ource of supply, either direct or in- | 


direct, among the trade covered by his 


THE REPU BLIC RUBBER CO. Pst 


that his sales force may be given the | 


MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT advantage of pe ego training and | 
the 


a knowledge o product sold. 
YOUNGSTOWN, OHIO 
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Enduring Profits 
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Day after day, year after year, in- 
dustry keeps using new cutters to re- 
place worn cutters — and, also, in 


meeting the demands for new work. 


To the industrial distributor, this 
continuing demand means continu- 


ing sales and profits year after year. 


Brown & Sharpe Cutters bring to 
the distributor many customers who 
depend on the known performance 
of these cutters—meaning repeated 


sales and enduring profits. 


of Brown & 
Sharpe Cutters adequate to serve the 


Have your stock 


needs of your customers. Brown & 


Sharpe Mfg. Co., Providence, R. I. 


NDU. 
ED pe Fc 
<4 a =o, 
My 


Brown & Sharpe Cutters give your cus- 
tomers the lowest REAL cutter cost—the 
utmost in cutter performance. 


Brown & Sharpe Cutters 


VNIODERN 


EFFICIENT—KEEP COSTS LOW 


| put upon it in arriving at the 


solution. All the facts will be 
put up to the jury, as it were. 
This is not always the case when 
the problem is popped at the 
manufacturer’s salesman, who, 
perhaps, has not had the time 
to study the problem thorough- 
ly, yet, being the big shot, feels 
called upon to have an answer 
at his tongue’s end. Perhaps he 
feels, as a high-priced, high-ex- 
pense man, he must clean these 
things up as he goes along, and 
not forever be sending in to the 
home office for advice. 

One example will illustrate 
this point. We were having 
trouble with the lining of one 
of our furnaces. It would not 
stand up as we thought it should. 
It was the “rammed up” type of 
lining, made of magnesite grains, 
that is, the material in plastic 
form was rammed and plastered 
into place to form a monolithic 
lining. 

The materials were furnished 
by a distributor whom we had 
not as yet called upon specifical- 
ly to follow through and get the 
answer. Then a manufacturer’s 
representative arrived on the 
scene. The problem was put up 
to him. He glanced over the 
furnace and without much hesi- 
tation said that it was evident 
that if we were to use the same 
magnesite grains, but put up in 
a special, and quite expensive 
form, which his company fur- 
nished, we would not have any 
further trouble. When the com- 
pany’s expert recommended this 
we went ahead and bought 
enough for a lining, although it 
cost like sixty. The result, how- 
ever, was far from the expected 
one, and it did not do as well as 
the regular type of lining that 
we had been using. It cost us 
quite a bit of money to find this 
out. 

I really believe, if we had put 
this problem straight up to the 
distributor’s salesman, he had 
gathered the facts, these had 
been sent in for the careful and 
deliberate study of the manufac- 
turer, we would not have been 
led into this expensive experi- 
ment. While steel foundry meth- 
ods are in a state of evolution, 


| and may need doctors occasion- 
| ally, we do not exactly appreci- 
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ROLLER CHAIN 


The most highly finished chain on the 
market today for long service and low 
cost on high speed drives. 


REX 


CHABELCO CHAIN 


A strong, long-wearing chain. Built with 
the famous Unit Link. For heavy duty 
drives at somewhat slower speeds— also 
in conveyor sizes. 


REX 


DUROBAR 


An improved combination chain —the 
block link of either malleable or Rex 
Z-Metal—the latter the strongest, most 
wear-resisting metal cast in chain. 


REX 


GRIPLOCK 


In malleable. The Griplock joint 
makes it a stronger chain — size for size 
and link for link—also cast in Z-Metal 
for longer, harder wear. 


REX 


UNICAST 


The one-piece link—toller cast in place— 
makes it the most efficient malleable 
chain ever offered for eccentric loading 
on double strand conveyors. 


REX 


SNAKE CHAIN 


A malleable chain that can flex in short 
radii in any direction—will help on many 
conveyor problems. 


OTHER REX CHAINS 


The Chain Belt Company also makes 
many other chains in malleable, Z-Metal, 
Steel and Combination for every type of 
service—and sprockets of all types — 
take-ups—set collars— buckets. Write 
on the type that interests you. 


CHAIN BELT COMPANY 


1622 W. Bruce St. MILWAUKEE, WIS. 


a UT Komen 


COMPANY 
CHAIN ¢. BELT CONVEYING 








Overlooked Orders 
That Are Easy to Get 





























Most factories have not only let their machinery run 
down but their trucks as well. Some of our distributors 
have picked up many additional profitable orders by 
making a drive on Fairbanks Trucks. 

Even a larger seller is Fairbanks Rubber Tired Wheels, 
which fit any make of truck. Most of the trucks in use 
have noisy iron wheels. A large percentage of your cus- 
tomers will see the big advantages of Fairbanks Rubber 
Tired Wheels and order them if your salesmen point out 
that these wheels eliminate nerve racking noise, prolong 
the life of trucks, reduce wear on floors and increase the 
efficiency of employees. Also tell them that new live rub- 
ber is used in these tires and that they are guaranteed to 
stay on. 

These wheels are equipped with roller bearings, which 
make the trucks easier to operate. 

Fairbanks Trucks are made in sizes and types to meet 
all standard conditions; and in special designs for un- 
usual purposes. Write for our special proposition to 
distributors. 









THE FAIRBANKS COMPANY 


Manufacturers of Trucks, Wheelbarrows and Valves 


Boston NewYork Pittsburgh 














Distributors in Principal Cities 


FAIRBANKS oaiatrorm trucks 
and Rubber Tired Wheels 
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ate being the subjects of experi- 
ment, at our cost. 

I can truthfully say that we 
buy everything possible through 
local distributors, and sometimes 
take a penalty for so doing. This 
is partly for the special service 
that they render us, partly be- 
cause 80 to 90% of our products 
are sold in two states, wherein 
these distributors are making 
their living, and partly because 
we have the proper respect for 
their payrolls and the fact that 
they are making a living for a 
great many people in our com- 
munity. 

To show what we think of the 
distributor, I will add that we 
are ever desirous of helping him 
to build up his business. If 
there is a product that we must 
have, on which there is no local 
distribution, and if there is a 
reasonable amount of it to be 
used, we prefer to call in a good 
distributor, sell him on the ad- 
vantages of carrying the line 
and then help him to secure it. 
The reason seems to be obvious. 
It pays us to do so in the long run. 


MEMPHIS NEWS FLASHES 
@e RICHARD ALCOTT and 

T. H. Gregory are two Mem- 
phis executives who successfully 
defy the adage, “one can’t do 
two things at once.” 

Both gentlemen are vice-pres- 
idents of large concerns and 
both have recently been elected 
to high offices in organizations 
affiliated with their business. 





RICHARD ALCOTT 
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LEADERS 


Williams’ Drop-Forged ‘‘C’’ Clamps are designed to meet the use and abuse 
a clamp receives in actual service.- All are drop-forged from a select grade of 
tough steel and are heat-treated after forging to increase still further their 
strength and stiffness. The possibility of springing is reduced to a mini- 
mum. Furnished in a wide range of sizes for every industrial requirement. 













Williams’ ‘‘Vulcan’’ Strap Clamps are drop-forged 
and then heat-treated. They are designed for severe 
service on lathe, planer, drill press, milling and 
boring machines. Six patterns from four to as large 
as ten inches in certain patterns are available. 


All ‘‘Vulcan’’ Lathe Dogs are drop-forged 
and have hardened and tempered screws 
of special steel. Made in Bent and Straight 
Tail patterns with either single or double 
screws... both safety and set screw types. 
Also Clamp Dogs & Milling Machine Dogs. 














Williams’ ‘‘W & B’’ Machinists’ Knife Handle Wrenches meet 
a wide variety of uses where quality and sturdy strength is 
demanded, particularly in machine and erecting shops. 


J. H. WILLIAMS & CO. 


~The u rere h Is ople ee er 


so Spring Street 





ALI WILLIAMS TOOLS ARF FULLY GUARANTEED 





WE TERN WAREHOUSE ANI SALES OFFICE, CHICAGO — WORKS, BUFFALO, N, 
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Tool Holders 
Lathe Dogs 
Ratehet Drilis 
“C’’ Clamps 
High Speed Stee! Bits 
Armide (Carbide) Bits 
Drill Posts 
Planer Jacks 
Machine Shop Specialties 


ARMSTIGNG BROS. 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 
Pipe Wrenches and Tongs 






305 N. Francisco Ave., 


ARMSTRONG 


WRENCHES 


ROM THE INDUSTRIAL DIS. 

TRIBUTORS VIEWPOINT especially. 
ARMSTRONG WRENCHES are the logical 
line to sell. Their quality need never be 
argued — “ARMSTRONG” means _ highest 
quality to over 96% of the machine shops 
and tool rooms, that for years have used 


ARMSTRONG TOOL HOLDERS. 


Drop-forged from Special (Carbon) Steel 
and selected Chrome-Vanadium Tool steels, 
ARMSTRONG WRENCHES come in every 
salable type—50 patterns, all sizes, singly 
or in matched sets; with U. S., American 
Standard, S. A. E., Withworth, Metric or 
special openings. They comprise a com- 
plete line that meets every need, requires no 
fill-ins. Designs are distinctly better and 
finish uniform. Each has the balance and 
appearance of a fine tool and strength be- 
yond any requirement. With ARMSTRONG 
WRENCHES, you have more value to offer, 


more to sell. 


Continuous advertising, “‘dealer helps” and 
the hundreds of thousands of ARMSTRONG 
WRENCHES in daily use are building the 
growing demand for ARMSTRONG 
WRENCHES. Where other lines rise and 
fall ARMSTRONG WRENCHES have stead- 
ily advanced. For both present and future 
sales they are today’s greatest wrench op- 
portunity. 


For over 40 years distributors prices and 
profits have been protected. The distribu- 
tors who have taken on ARMSTRONG 
WRENCHES have found that the Armstrong 
line coupled with Armstrong factory co-op- 
eration has materially increased their sales 
and profits. 


Write for Catalog and 
Proposition 


ARMSTRONG BROS. TOOL CO. 


“‘The Tool Holder People’”’ 
CHICAGO, U.S. A. 


New York Sales Office: 109 Lafayette Street 








Mr. Alcott is efficiently serv- 
ing as the vice-president of the 
National ‘Oil Mill Machinery 
Manufacturers Association as 
well as tending to all of the de- 
tails entailed by his job as vice- 
president of the Reichman- 
Crosby Company. 

Mr. Gregery, who serves in 
the capacity of vice-president of 
the National Cottonseed Prod- 
ucts Corporation has this sum- 
mer taken on the duties as presi- 
dent of the National Cottonseed 
Products Association. 

“T’m not taking a vacation 


this year,” says R. D. Van 
Dyke, Jr., president, Industrial 
Supplies, “I’m too busy,” and 


that is good news. 

“Efficient mill supply houses 
are as necessary to the milling 
industry as food is to the human 
body,” said J. T. Reichman, 
Riechman-Crosby Company, re- 
cently. 

“These houses enable the mills 
to have access to complete stocks 
and this at no greater price and 
with free personal _ service. 
Without the supply houses the 
mills would have many more 
shut-downs and delays.” 

T. W. Lewis, president, Lewis 
Supply Company and Machinery 
Distributors Association, gives 
his views on the requirements 
of a good supply salesman, as 
follows: “I think the mill supply 
salesman, to be a good salesman, 
should be the personal friend of 
the mill manager and superin- 
tendent. Furthermore, the man- 
ager and superintendent should 
feel free to call upon this 
‘friend’ any time of the day or 
night or on Sunday.” 





METAL SPRAY GUNS USED 
WIDELY 
(Contineed from page 10) 





and form a compact and con- 
tinuous ribbon of metal. Suc- 
cessive coats may be applied im- 
mediately and bonded fully to 
form the _ thickness’ desired 
Sprayed molten metal deposits 
are impervious for many practi- 
eal purposes, will not peel or 
spall, may be machined, filed, 
ground or worked similar to the 
original metals, and also re-act 
similarly in resisting corrosion. 

The bond is mechanical and in 
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182 SIZES of Cored and 32 
sizes of Solid Bars makes it possi- 
ble for you to meet every demand. 


WRITE TODAY for a com- 
parison chart and see how Johnson 
UNIVERSAL Bars make a saving 
of over 25% in weight. 





WE DO OUR PART 


6 POINT 
DISTRIBUTOR 
POLICY 


l jb bb a\-We) Mole) ¢-%o ME- bate Mte) bUe MB of-8 4 
pat => dod at- bale btA-To Mo} a amd abcolbtepal 
bd Tolele pabl Ato Mebt-joa8 ol bicep at 


Absolute freedom of competi- 
tion by your source of supply 


Definite sales help to aid 
distributors. 


Definite costs monthly with 
uat-B Oh d- Bb al-toMt-1-3 00 bale ms ob aUel-1- 
ET -1bb ob ale Mb a-T-T-1o) at-¥ 0} (-M ob de) ote 
Constant quality product, 
rigidly supervised by chemists 
and metallurgists, accurately 
paa¥-Vod abbat=toB 

Positive cooperation between 
se-Voi do) a'me- bale Ms bl-1s00 0) bt ce) a 
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JOHNSON 


UNIVERSAL 


BRONZE 
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OUR customer doesn’t have to be an experienced 
engineer in order to appreciate the distinct advan- 
tages of Johnson UNIVERSAL Bronze Bars. The time 
and money saving features made possible through 
complete machining of the I1.D., O.D., and ends, are 
apparent. 


Men in all industries are more exacting today than 
ever before. Now your sales organization need not 
hesitate in making definite recommendations. The 
helps this Bearing Specialist gives you make it easy 
and profitable for Distributors to supply their trade 
with the best General Purpose Bearing Bronze. Engi- 
neers everywhere specify Johnson Bronze Alloy No. 27. 
It’s the popular 80-10-10 Alloy, but it’s cast under 
Rigid Laboratory Control. 


If you have not seen a sample of either the Johnson 
UNIVERSAL Completely Machined Bar Bronze or the 
Johnson General Purpose Bushings, write today. The 
same mail will also bring copy of our Distributor’s 
Agreement. 


JOHNSON BRONZE 


Factory and 


Principal! Cities 
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“D-H” Cylin- 
drical Ball Bear- 
ing Unit Mount. 


w 


‘‘D-H" Spheri- 
cal Unit Mount 





‘D-H’’ Ball 
Bearing Flange 


Ball 
Bearing ‘Hanger 


> 
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DODGE DISTRIBUTORS Are 
Helping Industry to Modernize Wisely 
for Best Results and Lowest Costs 


A Complete Line of 
Low Priced Ball Bearings 


A. 


“D-H-1” Ball 
Bearing Pillow 
Block. 


A pillow block with high 
grade single row deep 
groove ball bearing, pis- 
ton ring’ seals, split 
formed steel housing and 
full self-aligning feature. 


aa 
This unit is adapted for 
mounting in a_ straight 
bored hole. Has same 
features as other units 
and is adapted for many 
machine applications. 

* 
A. self-contained spheri- 
cal unit adapted for 
light machinery applica- 
tions. Delivered com- 
pletely assembled, lubri- 
cated and ready to slip 
on to shaft. 

. 


A ball bearing unit 
adapted for mounting 
against vertical frames 
or support. A self-con- 
tained, factory adjusted, 
completely sealed and 
pre-lubricated unit ready 
to install on shaft. 
* 


A hanger unit with sin- 
gle row deep groove ball 
bearing, piston ring seals, 
adapted for either two or 
four-point adjustable 
hanger frames. Easy to 
install— slip over shaft 
and tighten set screws. 
° 


A simple, compact and 
self-contained ball bear- 
ing take-up unit with 
cast iron housing pro- 
vided with cored ways 
for supporting guide. 


Send for Bulletin A-63 and 
Bearing Data Book 
RE REPRE LT 


Dodge Distributors 
Can S$ —_—_—e=-=> 





DODGE MANUFACTURING CORPORATION, MISHAWAKA, 





tributors are daily proving this to the satisfaction of 
executives in every industry. They are suggesting 
changes in drive and bearing equipment that result in obtain- 
ing PRODUCTION EFFICIENCY, POWER ECON- 
OMY AND LOW MAINTENANCE—all three essentials 
to profitable production—at LOW COST. 


ODERNIZATION need not be costly. Dodge dis- 











Here area Few Examples of the Work of 


Dodge Distributors 
Dodge Distributor 
Saves $600.00 


for Customer 


By working with the chief engineer, 
a Dodge distributor recently helped him 
save his Company $600.00 by using 
standard transmission parts on a special 
drive. In addition to the substantial saving in money, much time was 
saved, a better drive produced, and the distributor made a nice profit 
in money and good-will. 
Dodge Distributor 
Shows Chemical 
Plant How to Make 


Big Savings. 


By pointing out the advantages of 
Dodge-Timken Pillow Blocks under par- 
ticularly adverse conditions, a Dodge 
distributor helped the chief engineer of a 
large chemical plant solve a particularly 
troublesome problem. Instead of a 150 H.P. motor, which was orig- 
inally considered, a 75 H.P. motor was found to be entirely satisfac- 
tory—a big saving in power. 


Dodge Distributor 
Helps Engineering 
Department Solve 


A paper mill faced the problem of 
handling a web of fragile cello-cotton on 
machines, equipped with plain bearings. 

' Frequent breakage resulted in lost time 
Difficult Problem. and grease from plain bearings caused 
damage to product. The Dodge distributor recommended Dodge Type 
‘‘D-H-1’’ Pillow Blocks with Piston Ring Seals and the problem was 
solved. One hundred and twenty bearings were installed on one 
machine. 
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KNURLED CAP SCREW 





@ A NEW socket-head cap screw, 

which features a knurled head, has 
just been placed on the market. It is 
claimed that knurling makes the driv- 
ing of screws easier and cheaper, an 
important consideration where many 
screws are involved as in big automo- 
tive dies. It also makes possible the 
use of pliers when the socket screws 
are used in an intricate die assembly 
which precludes the possibility of using 
a wrench. The manufacturer claims 
that tests have proven that this screw 
has a torque five times that of a 
smooth-head. This screw is known as 
the Knurled “Unbrako.” — Standard 
Pressed Steel Company, Jenkintown, 
Pennsylvania. MILL SUPPLIES, Au- 
gust, 1934. 


POSTER THREADER 








e@ A NEW poster threader features 

many improvements. Power goes 
direct from handle to head to chasers, 
eliminating rocking or wobbling and 
pressure on posts. Extra-heavy, full- 
floating posts do one job—taper the 
thread. Chasers, held in place by en- 
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closed ball-and-coil spring, can’t fall 
out. Ratchet thumb lever snaps into 
exact reverse, forward or locked posi- 
tion. Arrow shows direction of pull. 
When thumb lever is set at “Locked,” 
tool becomes a solid die. Chasers are 
interchangeable and will fit any other 
make of post threader. It weighs only 
12 pounds and is constructed through- 
out of rust-proof material.—The Ridge 
Tool Company, Elyria, Ohio. MILL 
SUPPLIES, August, 1934. 


FLEXIBLE COUPLINGS 





@ AN improved flexible coupling fea- 

tures one-piece sleeve construction, 
which is said to eliminate warping due 
to heat of welding of the sleeve end 
or end plate and to afford much closer 
tolerance at bearing points due to the 
sleeve remaining absolutely true and 
round. Gear teeth with spherically- 
formed crowns on each hub support 
the floating sleeve and allow free 
rocking action to compensate for shaft 
misalignment without friction or bind- 
ing at any point. Oil spreads around 
the inner circumference, submerges all 
teeth and bearing surfaces and main- 
tains an oil film to cushion shocks and 
prevent wear. All bolt holes are count- 
erbored to receive bolt heads and nuts 
to afford safety in operation and elim- 
inate windage.—Poole Foundry and 
Machine Company, Baltimore, Mary- 
land. MILL SUPPLIES, August, 1934. 


ELECTRIC DRILL 





@ THIS sturdy inexpensive %-inch 

electric drill is recommended for 
light drilling in wood, metal and com- 
position materials and for running wire 
wheel brushes, buffing wheels and car- 


bon-removing brushes. The manufac- 
turer stresses the following features: 


heavy wrought metal motor housing; 
armature mounted on seal type bearing 
and long bronze sleeve bearing; thrust 
ball bearing on spindle; alloy steel 
heat-treated gears; switch conveniently 
located on motor housing; heavy rubber 
covered cable with positive cable clamp 
on drill which eliminates strain on wire 
connections; powerful three-jaw chuck. 
The full load chuck speed is 15,000 rev- 
olutions. Universal motor operates on 
direct current or alternating current, 
60-cycles or less.—The Stanley Electric 
Tool Company, New Britain, Connecti- 
cut. MILL SUPPLIES, August, 1934. 


WELDING HELMET 





@ A NEW welding helmet is particu- 

larly suited for work in confined 
spaces such as tanks, ships’ hulls, 
locomotive front ends, fire boxes, and 
other places of a similar nature. De- 
signed to fit closely to the face and 
side of the head without sacrificing 
ventilation or causing light leaks, the 
helmet is cool and comfortable under 
the most humid conditions. The Bake- 
lite welding glass holder is outside of 
the helmet and is fully dielectric. It 
assures the wearer of freedom from 
burns if accidental contact is made 
with the electrodes while working. The 
added distance from the face to the 
welding plate permits the helmet to 
be comfortably worn with a respira- 
tor and also helps to prevent fogging. 
Noviweld glass, which screens out 
more than 9912 per cent of all injuri- 
ous light rays, is standard equipment. 
A swivel connection between the hel- 
met and headgear provides three posi- 
tions in which the helmet can be set 
when in use. Looseness, slipping and 
sideplay are eliminated. The entire 
unit is extremely light in weight and 
the balance between the headgear and 
the helmet increases the speed and 
positiveness with which the helmet 
can bet set in position—American 
Optical Company, Southbridge, Massa- 
chusetts. MILL SUPPLIES, August, 
1934, 
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RATCHET THREADING TOOL 


@ A RATCHET threading tool which 

formerly had a capacity of 42-inch 
to 1%-inches inclusive is now offered 
in an increased capacity of %-inch to 
1%-inches. This small compact ratchet 
tool has a separate die head and set 
of dies for each size of pipe and any 
combination of die heads and dies can 
be had within the above mentioned 
range. The tool is especially desir- 
able for close-cornered jobs.—The 
Toledo Pipe Threading Machine Com- 
pany, Toledo, Ohio. MILL SUPPLIES, 
August, 1934. 


SMALL ELECTRIC BRAKES 


@ A NEW line of small A.C. and D.C. 

solenoid-operated brakes has been 
announced. Three new brake sizes are 
included with torque ratings ranging 
from 3 pound feet to 75 pound feet. 
The brake wheel is relatively large, al- 
lowing low total brake shoe pressures, 
which, distributed over the large brake 
lining area, results in low unit pres- 
sure on the lining and therefore long, 
even wear of the friction surface. The 
low shoe pressure also results in low 
stresses on all pins and pivot points, 
assuring longer wear for these parts, 
and allows the use of a small operating 
solenoid which requires less current, 
thereby effecting a slight saving in op- 
erating costs of the brake. These new 
brakes are intended for applications on 
machine tools, conveyors, small hoists, 
dumb waiters, overhead door hoisting 
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equipment, small elevators, printing 
presses, laundry equipment, and simi- 
lar small machines where quick, sure 
stops are required. — Cutler-Hammer, 
Incorporated, Milwaukee, Wisconsin. 
MILL SUPPLIES, August, 1934. 


NON-SPARKING TOOLS 


@ LACQUERING plants, producers 
and processors of cellulose nitrate 
oil companies, public utilities and all 
other industries confronted with ex- 
plosion and fire hazards in their pro- 
duction and maintenance work will be 
interested in the development of a 
new line of non-sparking tools. Made 
of wrought beryllium copper, these 
new tools are non-magnetic and non- 
sparking and tests show them to be 
almost as durable as steel tools of 
similar design and _ size.—Stanley 
Tools, New Britain, Connecticut. 
MILL SUPPLIES, August, 1934. 


AIR HOSE 


@ TWO new grades of air hose have 
been developed, each of which is de- 
signed to give service in a particular 


field. The first is designed especially 
for direct apnnection to portable air 
compressors or for other service where 
excessive amounts of oil may be blown 
into the hose. The hose has a lining 
of a special compound which is resis- 
tant to internal heat and will not dis- 
integrate or peel off from constant 
contact with oil. The second, a rock 
drill hose, has been developed espec- 
ially for service in mines, quarries and 
construction work, where the hose is 
constantly dragged over sharp rocks 
and rough surfaces which tend to cut or 


shear it. It is covered with an extra- 
heavy layer of rubber especially com- 
pounded and cured to resist abrasion 
and cutting action. Its tube is of spe- 
cial composition to resist oil and heat. 
—Electric Hose and Rubber Company, 
Wilmington, Delaware. MILL SUP- 
PLIES, August, 1934. 


ELECTRIC GRINDER 
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@ WEIGHING only nine-pounds, this 

new portable light-duty electric 
grinder can be taken to the job. Body 
and handle are cast aluminum, overall 
length, 14% -inches; diameter, 4-inches. 
Universal motor will operate on direct 
current or alternating current, 110 
volts, 25 to 60 cycles. Speed, without 
load, is 3400 revolutions per minute. 
Equipped with 8 feet of heavy duty, 
rubber-covered cord with rubber plug 
and 4-inch general purpose grinding 
wheel. Bearings are bronze, wool- 
packed with thrust ball bearing on 
shaft wheel. Gears are heat treated 
special alloy.—Signal Electric Manu- 
facturing Company, Minominee, Mich- 
igan. MILL SUPPLIES, August, 1934. 
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Announcement 





In 1911 we originated and 
put on the market the first 
Socket Head Cap Screw. 

Again we are the pioneers be- 
cause now we are introducing 





the first and only Socket Head 
Cap Screw with a Knurled 
Head ever made. 


() It will be known as_ the 
Knurled “Unbrako” of which 


we make a complete line. 








New 
Its Head Is 
Knurled 


Fig. 1435 
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U. S. and Foreign Patents Pending 


The Knurled “Unbrako” 


Fingers become geared to the 
knurled head so they can’t 


Exhaustive investigations have satisfied 
us that the Knurled “Unbrako”’ will be- 
come the favorite Socket Head Cap Screw 
with the Die makers, Tool makers and 
Mechanics in general and, therefore, bet- 
ter stock the Knurled ““Unbrako” now. 

The Knurled “Unbrako” costs no more 








Socket Head Cap Screw 


Fig. 1434 


New 


Its Head Is 
Knurled 


Fig. 1436 
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Old Smooth-Head 


Fingers slip and slide. Hard and 
slow to drive. 


slip, which makes the knurled U. S. and Foreign Patents Pending 
*‘Unbrako” a real time and labor “ ” 
saver. The Knurled “Unbrako 


than the old-style smooth-head ‘“Un- 
brako”’ Cap Screw—size for size—and is 
absolutely equal to it in strength, ac- 
curacy and quality. 

When ordering be sure to call it by its 
right name—The Knurled “Unbrako”’. 
Get our “‘Unbrako” Price List. 


: The Knurled “Unbrako” Costs no More than Smooth Heads and Looks Much Neater 


Order by Name—Specify the Knurled “Unbrako” 
Free Samples 
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ASSEMBLY BENCH 

















@ A NEW pipe welding assembly 
bench is capable of handling all 
sizes of pipe up to 12 inches in diam- 
eter, and will line up accurately and 
hold in position for tacking, fittings, 
flanges, and branches at any angle. 
For handling longer lengths an exten- 
sion bench can be supplied. The ex- 
tension can be moved to any angle to 
the main bench. Adjustable elevator, 
which can be used at any position on 
the main bench or on the extension, 
controls the vertical alignment of the 
work. Accurate angle alignment is 
obtained by setting elevator to desired 
angle. Elevator supports are gradu- 
ated to make setting easy. The gen- 
eral construction of the bench makes 
for solidity without excessive weight. 
The main bench and extension consist 
of an eyebeam mounted on tubular 
legs, with sufficient spread to elimi- 
nate tipping. Elevating and V sup- 
ports are all steel. The main bench 
weighs 700 pounds and the extension 
300 pounds. The bench can be dis- 
assembled for portability and re-as- 
sembled quickly and easily.—Oster- 
Wiliams, Cleveland, Ohio. MILL 
SUPPLIES, August, 1934. 


ELECTRIC FORGES 











@ A NEW line of electrically driven 

forges features models with both 
cast iron and steel hearths. Intended 
for general light repair work, units 
are equipped with toggle switch at- 


52 


tached to the fan case for starting 
and stopping and is furnished com- 
plete with cord and plug. Motors 
are 110-volt, 6-cycle, single phase.— 
Champion Blower and Forge Com- 
pany, Lancaster, Pennsylvania. MILL 
SUPPLIES, August, 1934. 


AUTOMATIC LOCK NUT 


~” 





@ AN automatic lock nut, simple in 

design, which fits any standard 
thread, has just been placed on the 
market. As shown in the illustration, 
this lock nut is a single unit, requir- 
ing no lock washers or cotter pins. A 
locking pin is built integrally with 
the nut. When applying the nut, this 
pin, which is of chrome vanadium 
rustless steel with a high percentage 
of nickle, is engaged by the thread of 
the bolt, following the thread. This 
turns the pin at an angle and estab- 
lishes a point of impingement per- 
petually against vibration and shock. 
The nut can be used time after time 
without impairing the thread on the 
bolt.—Automatic Nut Company, New 
York, New York. MILL SUPPLIES, 
August, 1934. 


GASOLINE LIFT TRUCK 





: 
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@ IN designing this gasoline-driven, 

3 ton, industrial lift truck, it has 
been the builders’ aim to follow the 
most up-to-date and generally-accept- 
ed principles of automotive practice. 


Beginning with great simplicity of de- 
sign—advanced features have been in- 
corporated,*the better to adapt the 
new unit to specific services. The ton- 
trols, for example, are grouped within 
easy reach of the operator’s right 
hand: choke, electric starting button, 
throttle and shift lever (two speeds 
forward and two reverse); while dials 
and indicators are immediately before 
him on the instrument board. The 
horn button is on the end of the oper- 
ator’s hand grip. Steering is readily 
accomplished with one hand, due to 
high gear reduction and ballbearing 
mounting and steering connections. A 
single pedal controls both the brake 
and the clutch. The upper half of its 
motion controls the brake; the lower 
half controls the clutch. Hydraulic 
type of hoist mechanism, consisting 
of cylinder and valve, receives fluid 
under pressure from pump driven 
directly by motor.—The Elwell-Parker 
Electric Company, Cleveland, Ohio. 
MILL SUPPLIES, August, 1934. 


RATCHET WRENCH 
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@ GREATER strength is claimed for 
the new-model of the “Favorite” 
reversible ratchet wrenches through 
the use off a new metal for the handles, 
heads and pawls. In addition, the 
handles and heads have been regrouped 
to avoid awkward combinations and 
duplications that existed in the past. 
To accomplish this change, it was nec- 
essary to make new metal patterns 
which insure a more accurate fit of the 
nut in the head. These wrenches are 
now made with a cadmium finish which 
has improved the appearance and gives 
greater protection against corrosion. 
One of the features of the design is an 
opening in the head which allows a bolt 
to pass clear through the wrench. In 
use the head is not removed from the 
nut until the tightening or loosening 
has been completed.—Greene, Tweed 
and Company, New York, New York. 
MILL SUPPLIES, August, 1934. 
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ORIGINAL EQUIPMENT BUSINESS CREATES BIG 
REPLAGEMENT MARKET FOR 


ayjlow beth hives 


Fans — Blowers — Pumps — Compressors — Refrigera- 

tors—Washing Machines—Oil Burners—Generators— 

Conveyors — Crushers — Refrigerating Machinery — 

Mine Equipment—Cement Mills Machinery —Fiour Mill 

Machinery —Printing Plant Machinery—Wood-work- 

ing Machinery — Machine Tool—Textile Machinery— 

Hammer Mills—Cotton Gins—Lumber Mills — Paper 

Making Machinery — Food Products Machinery — 

@ Among the most important reasons Dayton V-Belts and Drives are now used as original 
why Mill Supply Housescan make more equipment on all of the above types of machines, 


money selling Dayton V-Belts and 
V-Belt Drives is the fact that these 
products are now used as original 
equipment by hundreds of manufac- 
turers making a wide variety of 





machines and equipment. complete line of V-Belts and Drives: fractional horse power, any speed 
This means that every user of the 1. Dayton Cog-Belt Drives, including ratio, and any center distance. 

hundreds of thousands of machines pulleys, up to 1000 h.p. When you handle Dayton V-Belts and 
made by these concerns is an A-1 pros- 2. Dayton Cog-Belts with Day-Steel Drives, big inventories are unneces- 
pect for Dayton V-Belts and Drives. It Pulleys for drives up to 714 sary because complete stocks 
is only natural that a belt or drive h.p. Made with 1 to 6 are carried in 40 industrial 
exactly the same as the original equip- grooves. From 30% to 50% centers. 

ment is preferred when a replacement lower in price. But why not get all the 
is needed. 3. Standardized Fractional facts? Write us for complete 





In addition, there is another big Horse Power Drives for any 
market for Dayton Belts and Drives in 


all the plants using them as original THE DAYTON RUBBER MFG. CO., DAYTON, OHIO 


equipment. Most of these concerns 


information. 


. : The World’s largest Manufacturer of V-Belts. Manufacturers 
— use Daytons on their own produc- also of Dayton Fan Belts, Dayton Red Tube Radiator 
tion machinery. Hose, and the famous Dayton Thorobred Tires and Tubes. 


Dayton offers you the following § é 


» 
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This Message ss Uddsessed lo Lunkenherme' 


Distillers and Shar Salesmen. 





Are You Using 


These Effective Sales Tools? 


Lunkenheimer Distributors and 
their salesmen are urged to make 
frequent and effective use of the 
many sales tools that have been 
provided for them. 


First, of course, comes the 
“Guide.” May we suggest again 
that you provide each of your cus- 
tomers with this handy, compact 
reference to the Lunkenheimer 
line. Show them how easy it is to 
use. Be sure they are using it. 


Review again the attractive, in- 
formative booklets descriptive of 
the various Lunkenheimer Prod- 
ucts. See that they are placed 
where they will do the most good. 

























































Carry some literature with you on 
every call. You never can tell when 
it will help you make a sale. 


Are you making good use of 
your valve samples? There is no 
better way to point out design and 
construction features, and put 
punch into your sales story. Know 
your product and demonstrate 
your samples intelligently ; you will 
find them of great help in making 
sales. 


Put all the Lunkenheimer Sales 
Tools to work for you every day 
in these days of greater sales op- 
portunities. 


THE LUNKENHEIMERCS 


—="“QUALITY'=— 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT. 318.322 HUDSON ST. NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 









efficiency compares favorably 
with the best types of brazing, 
hot dipping or electroplating. 
But the object sprayed need not 
become heated and limitations 
as to thickness of deposits are 
unnecessary. When coating 
wood, plaster, concrete, or com- 
position tke surface need only 
be reasonably clean and -free 
from oil or water, but metal sur- 
faces are thoroughly sand-blast- 
ed to remove oxides and scaie, 
and to roughen in order to pro- 
vide “key-fasts” to fully anchor 
the sprayed metal. Sometimes 
shafts are thread cut only to 
obtain the necessary bond, but 
usually machine parts are first 
thread cut or tool roughened and 
then sand-blasted with a special 
angular sand or steel grit, im- 
mediately prior to spraying. 





GIVE US MORE PRACTICAL 
IDEAS 


(Continued from page 17) 











usually lacks time and inclina- 
tion to attempt the training 
of salesmen who call. Further- 
more, if the salesman knew only 
what the plant man had taught 
him he would not be in a posi- 
tion to offer many new sugges- 
tions. 

In his calls on plants of a spe- 
cific industry, the salesman will 
find some one man whom he can 
cultivate as a friend and source 
of information for that particu- 
lar business. In finding such a 
man, the salesman must use his 
initiative and imagination. Oc- 
casionally one sees well informed 
men in very ordinary positions. 
For instance. a man may have 
spent his life in a_ business, 
but for one reason or an- 
other be assigned to some ordi- 
nary position. The intelligent, 
but inexperienced salesman will 
“pump” this man on all phases 
in connection with the sale of the 
particular product which he 
wishes to establish in the indus- 
try. However, years in busi- 
ness, or gray hair is not an in- 
fallible indication of wisdom. 
The salesman must choose his 
advisor with care. 

Most salesmen fail to real- 
ize the position in which they 
place themselves when they be- 
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SSS 
THE SPIRIT OF 
ACHIEVEMENT 

DOESSSSSs= 


Thermoid products are 
engineered with the same 
spirit of achievement that 
inspired exploration of the 
stratosphere. 


A thirst for knowledge—a will to know— 
and dauntless courage, have sent men 
into every far corner of the earth, below 
its surface, and now many miles above 
it. Only with a minute attention to all 
related scientific knowledge was the flight 
into the stratosphere accomplished. Only 
because they are built with a background 
of engineering knowledge are Thermoid 
products used so successfully. 

Hose, belting, packing—every Thermoid 
product is “‘engineered” for the partic- 
ular job that is to be accomplished. Lab- 
oratory research stands back of it. But 
in addition, and even more important, 
extensive field testing under working con- 
ditions makes finest performance certain. 
You can have faith in the Thermoid 
label. Buy by that quality mark! 


And remember these two facts: The 
Thermoid line carries a worth while 
margin of profit and is backed by a 
liberal jobber policy. 


THERMOID RUBBER CO. 
Factories and Main Offices 


TRENTON, NEW JERSEY 


hermol 


BELTING 
HOSE AND PACKINGS 
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Here it is/ 
ATKINS “:° SAW 


Here's what your customers 
need in a iedenewoniile to 
prove its value. Here's the 
Hacksaw that makes every 
working minute count, and 
makes more cuts per blade 
than any others—at less cost. 


Urge your customers to try 
ATKINS SILVER STEEL "Blue 
End" Hacksaws and convince 
themselves that only ATKINS 
have what it takes to meet 
every metal cutting problem 
successfully. 


Then concentrate your Hack- 
saw sales on ATKINS, "The 
Finest on Earth." 


E. C. ATKINS 40 COMPANY 
INDIANAPOLIS, IND. 





gin a sales presentation without 
knowledge of the plant which 
they hope to sell. Of necessity 
one would lose confidence in the 
man who would try to sell neck- 
ties to priests and the long 
winded presentations on some 
products offered us bear the same 
comical similarity. 

Save yout shots. Urge the sale 
of an item only when you posi- 
tively know that it can be of real 
service to the prospect. In some 
lines hypnotism, sales psychol- 
ogy and the like may produce re- 
sults. The engineer may be in- 
trigued by the fascinating dem- 
onstration of a fellow who re- 
moves spots with a magic solu- 
tion, sharpens razor blades in- 
stantly or has a new gadget for 
opening cans. He may buy these 
articles on impulse, but he does 


| not spend his company’s money 


on impulse. Therefore, words, 
without the lean meat of facts 
behind them only create a bar- 


| rier for the salesman. 


Most sales presentations are ac- 
companied with definite claims. 
Through the use of Ridgefiex, 
the plant will save 10% to 15% 
in operations. The engineer may 
total all these savings on goods 
offered him and easily find him- 
self (theoretically) with a plant 
200% efficient. 

The article may have saved 
15% in some plant, but this does 
not mean it will make a similar 
saving in plants operating un- 
der different conditions. The 
engineer is apprehensive of 
mechanics who are careless with 
tools, but doubly so of salesmen 
who are careless with promises 
about the efficiency of their prod- 
ucts. 

A salesman may be made or 
broken in the manner in which 
he handles the sale of new prod- 
ucts offered by his firm which 
come under the classification of 
creative selling. Often they are 


| far more important than the vol- 


ume of the sale involved. The 
salesman with a long record of 


| sales which have consistently in- 


creased plant efficiency can count 
on the most careful attention to 
new products he presents. He 
can also reasonably expect a cer- 
tain volume of business to come 
to his house automatically on the 
sale of routine supplies, provided 
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GOOD VALVES 
SINCE 





If Powell Valves were 
not a quality product, 
The Wm. Powell Com- 
pany could not have 
lasted so far toward 
the century mark. 


Fig. 102 
Bronze ‘'White 
Star" Union Bon- 
net Globe Valve 
with renewable 
seat and disc. 
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Bronze ‘''White 
Star'' Globe Valves 
are made with 
screwed or flanged 
ends, for 200 or 
300 pounds W. S. P. 


1846 





Only a company 
which gives satisfac- 
tion to customers can 
weather the storms of 
so long a period as 


For many years the Powell “White Star” has been the guide to high qual- 


ity. The years to come will see no dimming of its prestige. 


there always will be a demand for the many-purpose ‘‘White Star’’ valves 
that are so practical because of the renewable seat and disc feature. 


The Wm. Powell Co. »° 


2525 Spring Grove Avenue ° 


OWELL VALVE 
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eighty-eight years, 
Consequently 
Cincinnati, Ohio 
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COMMERCIAL GROUND 


THREAD TAPS 


are making a host of new friends for 
Dealers who are selling WINTER 
BROTHERS QUALITY TAPS. 


Profitable to sell—productive in use. 
That sums up the Winter Brothers 
entire line of TAPS AND DIES. 

Customers call for them by name 
when reordering. Sturdy DEPEND- 
ABILITY alone engenders such con- 
fidence. 


THE 


WINTER BROTHERS COMPANY 


(Dependable Taps and Dies) 
Wrentham, Mass. 


Division of the National Twist Drill & Tool Co., 
Detroit, Michigan 














Trolleys, 
Hand 
Chain 
Hoists, 


ROBBINS & MYERS—a complete 


line and a complete sales 


service 





Electric Hoists, 


Winches, Hand 


Power and 


Electric Cranes. 


ROBBINS & MYERS, Inc. 


Hoist Division 
SPRINGFIELD, OHIO 


Sold thru Mill Supply Houses everywhere 








| the prices of his house are in 
| line. 
| presentations is good practice, 
| particularly where you are sell- 


Sticking to facts in sales 


| ing plant men who are certain 
| to catch you up on exaggerated 


| claims. 


One misrepresentation 
may get you an initial order, but 
is quite likely to ruin your 
chances for future business, and 


_ without repeat business no in- 


dustrial distributor can hope to 


| survive. 








BUSINESS OBSERVATIONS 
(Continued from page 19) 








ordinarily set to meet Eastern 
conditions where he gets the 
largest percentage of his orders. 
Where the manufacturer wishes 
to insist on a fixed resale price, 
he should set up a higher price 
for Rocky Mountain and Pacific 
Coast distributors. 

Distributors on the Pacific 
Coast pay more attention to 
Blue Ribbon lines, I believe, 
than do those in the East. This 
is no doubt because of the fewer 
distributors, and in proportion, 
we have more leading lines from 
which to pick. Under the roof 
of each one of us will be found 
a selection of old established, na- 
tionally advertised, merit lines 


| that would seem rather aston- 


ishing to the friends back east, 
in view of the size of our opera- 
tions and the volume of business 


| done. In our case, it is not so 
| much a contest among distribut- 
_ ors to secure good lines, as it is 
| a contest among manufacturers. 


There are less than a dozen 


| chief distributing points cover- 






ing a range of 1500 miles north 
and south and a thousand miles 
east and west. The better manu- 


| facturers are able to get in 
| somewhere, though not always 


in all of these locations. Yet we 
are not particularly troubled by 
direct selling on the part of the 
manufacturer where he cannot 
get in. To the credit of the non- 
represented manufacturers be it 
said, that they do not indulge in 
promiscuous price cutting, but 
generally try to maintain estab- 
lished resale prices. Though dis- 
tributors in these widely sepa- 
rated centers have defined trad- 
| ing areas, and stick to them, 
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»>MEDART> 


ROPE V/V DRIVE 


PATENT 1,662, 5il 











This Medart V-Rope Drive was installed 
two years ago by the Columbia Quarry 
Company, Columbia, Illinois, to operate a 
48” Gyratory Crusher, producing 250-300 
tons per hour and handling stone vary- 
ing in size up to 4 tons ... The savings, per 

formance and efficiency were so outstand- 
ing that four additional Medart V-Rope 
Drives were installed in the same plant. 








Medart is doing things and going places — and so are more than 
150 Medart Distributors, Jobbers and Representatives...This is why: 


Medart means Everything in Power Transmission & Special Equip- 
ment... There's economy in buying from one source. 


—_ spas ot sae ons ’ ee 
Se ee p iat, . 


Medart actually gives the immediate service, so often necessary 
to make a sale. 


Medart has a sound, money-making Distributor Policy that is flex- 
ible enough to meet any territorial requirement. 





Medart Sales Engineers help Medart Distributors make sales. 


DISTRIBUTORS — Some desirable territory still open. If you are interested 
in a profit and protection policy, get the whole Medart story now. 





THE MEDART COMPANY, General Offices and Works: 3512 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, 
Pittsburgh, New Orleans, San Francisco, Denver, Charlotte, Birmingham, Milwaukee. 








EVERYTHING IN POWER TRANSMISSION & SPECIAL EQUIPMENT 
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A PIPE VISE 


THAT SELLS AND 
MAKES GOOD IS THE 


‘TOLEDO’ OPEN- 
SIDE PIPE VISE 


Heavy malleable frame. Full 
length, overlapping hardened 
steel jaws, easily and quickly re- 
placed. Hardened steel vise screw. 
Long handle giving ample lever- 
age. Large vise screw bearing. 
Construction permits working 
close to face of vise. Excellent for 
fitting make-up work. Holds 
brass, copper or polished pipe. 


These features plus low cost make 
the “TOLEDO” Vise outstand- 
ing. Made in three sizes. 


List 
Model Capacity Price 


ace TE” Ge BIN. ccs ccccees $ 4.75 
No.0 \%” to 2%” 

No.3 %” to 4%” 

Bench Clamp for No. 00 Vise... . 


Subject to Liberal Dealer Discounts. 


THE TOLEDO PIPE THREADING 
MACHINE CO., TOLEDO, OHIO 


NEW YORK OFFICE AND DISPLAY 
72 LAFAYETTE STREET 
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| there is considerable unity of 
| action among them, which 
| makes it impracticable to intro- 
| duce the demoralizing tactics 


that are sometimes employed in 


| more congested areas. 


While the Pacific Coast is 
slowly growing as a manufac- 


| turing center, paucity of popu- 


lation will restrict any sudden 
advance. Possibilities will pre- 


| sent themselves upon the com- 


pletion of the great projects, 
such as the Bonneville Dam on 
the Columbia River near Port- 


| land, the Grand Coulee Dam in 


Washington, Boulder Dam, Fort 


| Peck and many others. We will, 


however, be looking to the East 
for the bulk of our manufac- 
tured products for many years 


| to come. 


As far as I could ascertain 


_ salesmen here are on about the 
| same basis as in the East, and 
| get about the same compensa- 
| tion. I think the eastern house 


makes them account a little 


' more strictly for their time, 


and, in a way, works them a lit- 


| tle harder, and, perhaps, a little 
' more scientifically. The job of 


managing salesmen in the east 
is, I believe, more difficult and 
may call for more direction. One 
very simple reason for this is 
that in the East the number of 


| prospects for any one house to 
| work upon is almost innumer- 


able. Sales management there 


, becomes a matter of shrewd se- 


lection of men and prospects, 


| co-ordination of sales effort, 


careful planning and constant 
supervision in order to get the 


| greatest volume and profit. 


All the way through the East, 
from Chicago to New York, I 


' was impressed with the fact 


that there seemed to be a 


| pronounced, forward business 
| surge. Business men were not 
fidgety, but 
| There was no evidence, it is 


were confident. 


true, of the mad scramble of 
1928 and 1929, and there seems 


| to be more regard for the other 
| fellow. I was always consider- 
| ately treated and shown more 
| business courtesies, and had a 
| better time, all around, than on 
| any other trip. This new cour- 
| tesy was also evident at the 
| hotels. At the splendid Waldorf- 
| Astoria, which we westerners 








Among the wilder experi- 
ences of Sid Woodbury (of 
Portland, Oregon, not Port- 
land, Maine), were these: 


Before reaching Chicago, his 
whole train laid over on its.side 
and nobody was more than 
shaken up. 


Reached Chicago one day 
late and spent one afternoon 
there, going to a big league ball 
game, visiting the great fire and 
the Century of Progress. 


Came back by the way of the 
Panama Canal to find out why it 
takes so long for merchandise 
to come that way from the East. 


Got off the ship somewhere 
in the Canal and bought him- 
self a Panama hat for five 
dollars which he was assured 
could not be bought anywhere 
else in the world for less than 
twenty-five dollars. Got back 
to Portland and saw the same 
hat for eight dollars. Net gain 
three dollars, but nevertheless 
quite heartbroken. 





ordinarily think of with a sort 
of gasp, I received direct, per- 
sonal attention and perfect serv- 
ice, all at prices less than could 
have been obtained at some jerk 
water place in 1928 and 1929. 

And I must say one closing 
word about the Eastern scenery. 
Many residents of the Pacific 
Coast think we have a monopoly 
on scenery. Your mountains, 
though built on a small 
scale, are wonderfully beautiful. 
Where we have lofty, white 
waterfalls, you have exquisite 
lakes. Our evergreen trees are 
big and yours are little, while 
our oaks are scrubby and yours 
are majestic. And so it goes. It 
was a delightful trip all around, 
and most of all, Eastern hospi- 
tality and thoughtfulness were 
faultless. 
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ABOUT 


MORSE 
TOOLS 


YOU SELL THEM ont 
HE HAS HEARD 


ABOUT YOU 


The reputation of Morse Tools has penetrated 
the entire buying structure of the metal working 
industry. Up from the shop and down from the 
executive office come the impulses to buy this 
famous brand of profit-making tools. 





Morse advertising in the magazines which your 


customers read keeps the Morse reputation steadily — LINE 
on the increase. And Morse advertising never fails High Speed end Carbon 
: ; DRILLS, REAMERS 
to focus attention on the Morse dealer. The buyer is CUTTERS 
‘ - 7 TAPS and DIES 
ready to talk business if you carry the Morse Line. SCREW PLATES 


ARBORS, CHUCKS 
COUNTERBORES 
MANDRELS 
TAPER PINS 


a 


TWIST DRILL & MACHINE COMPANY 
NEW YORK STORE CHICAGO STORE 
NEW BEDFORD - - - MASS., U.S. A. 92 Lafayette Street * 570 W. Randolph St. 
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MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed and other 


facts of interest 
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HERBERT ELECTED BY 
GOODRICH 
eJ. C. HERBERT, assistant 
counsel of the B. F. Goodrich 
Company, has been elected vice- 
president and general manager 
of Pacific Goodrich Rubber Com- 
pany, Los Angeles. 

Herbert joined the Goodrich 
legal department in 1927. He 
went to Los Angeles in 1928 as 
secretary of Pacific Goodrich 
Rubber Company and returned 
to Akron in 1931 as assistant 
counsel of The B. F. Goodrich 
Company. 


GEARE APPOINTED GILMER 
VICE-PRESIDENT 
@ AT a recent meeting of the 
board of directors of the 
H. Gilmer Company, Phila- 
delphia, R. E. S. Geare was 
elected vice-president in charge 
of sales and engineering. Mr. 
Geare was formerly chief engi- 
neer of the company. 
A heavy increase in sales for 


the first six months of 1934 as 
compared with a like period in 
1933 was reported at this meet- 
ing. 


OLIVER BROTHERS ELECTS 
VICE-PRESIDENT 


@ WILSON OLIVER has been 
elected vice - president of 
Oliver Brothers, Incorporated, 
succeeding Walter C. Murtha, 
who is retiring from active busi- 
ness. Wilson Oliver is the son of 
the late Thomas E. Oliver, 
founder, and until his death in 
1921 president of Oliver Broth- 
ers, Incorporated. He has been 
with the company since 1913, 
except for an interlude of two 
and a half years service in the 
army during the war. For the 
past 10 years he has been in 
charge of the company’s Pitts- 
burgh Office, but last April 
moved to Chicago to open a new 
branch office there. Mr. Oliver 
is expected to continue to make 
his headquarters in Chicago. 
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Our photographer pulled up in front of the Bond Foundry and Machine Company in 
Manheim, Pennsylvania, just in time to catch most of the office employees on their 
way to lunch. In the group above are, in the front row, from the left: L. T. Wil- 
liams, Hazel Lipp, Mary Miller, Myrtle Ulrich, Mary Weidman, Mary Gingrich, 
Pauline Fink and Julian Loewus. Rear: C. Y. Ulrich, W. Walter Williams, W. Roy 
Kauffman, Paul Z. Knier, George C. Noros, Morgan T. Williams and J. B. Lewis. 
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ARMSTRONG HEADS GROUPS 
BY INDUSTRY 


® HORACE ARMSTRONG, 

president, Armstrong Broth- 
ers Tool Company, Chicago, has 
again been selected chairman of 
the Group by Industry commit- 
tee of the American Supply and 
Machinery Manufacturers’ As- 


HORACE ARMSTRONG 


sociation. He plans to start 
work immediately on the fall 
work of his group. 


Much of the success of the 
Group by Industry meetings at 
the last convention was due to 
Mr. Armstrong’s efforts and the 
hope is well founded that this 
important work will go on from 
where it left off in May. 


GOODRICH APPOINTS TWO 
DISTRIBUTORS 


e THE B. F. GOODRICH RUB- 

BER COMPANY has an- 
nounced the appointment of two 
distributors of its line of mechan- 
ical rubber goods; the Michigan 
Oil Equipment Company, Detroit, 
Michigan, and George F. Motter’s 
Sons, Incorporated, York, Penn- 
sylvania. 


NUT MANFACTURING COM- 
PANY REORGANIZED 
@ A REORGANIZATION of 
the General Automatic Lock 
Nut Corporation has been effect- 
ed. Its business hereafter will 
be conducted under the name of 
Automatic Nut Company, Incor- 
porated, Chrysler Building, New 
York City. 
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WHETHER IT IS 


at's smarter To SELL QUALITY: 


That is why Permite Ready-Mixed Aluminum Paint was 





received with real enthusiasm. Important supply houses 


saw in Permite a quality product that lifted itself above 





price competition. A product on which they could build 


a sound business. 


For Permite’s quality means more than fine ingredi- 


ents. It means a Ready-Mixed Aluminum Paint that 





never hardens or loses its color in the can — no more 
wasteful mixing on the job. Permite quality means 


greater hiding power, and 50% extra coverage. 


Distributors know that final paint cost is not measured 
by the price per gallon. So, in increasing numbers, 
they have joined forces with Permite advertising, edu- 


cating their customers to buy aluminum paint “by the 





” 


foot,” instead of by the gallon. 








Re-orders in steadily mounting volume prove that Per- 
mite quality is building a sound business for these dis- 
tributors. It will gladly go to work for you. Full 


details upon request. 








For greater brilliance and cleanliness, and for maxi- ALU M | N U M | N D U STR i E S ine 
mum protection against weather, a large Western b | - 


sugar refiner selected Permite Aluminum Paint for 


its water tower. CINCINNATI, OHIO 


PERMITE: 


COSTS LESS ““BY THE FOOT“ 
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How Important 
a Grip 





We often get either a good or bad impression from a man’s 
grip. When you judge an item or a line, you consider the 
grip it has on the trade. And when you think of portable 
lamp guards, the grip itself is tremendously important. 


The McGill line of Quality Electrical Specialties has, as a 
result of genuine merit, gained a valuable grip on the trade 
asa whole. Are you profiting as much as you could by this 























acceptance? Push the McGill items at every call. You'll 
be surprised at the extra commissions you net. 
Write for Bulletin No. 51; it will help you. 
Penns ap Cer 
Flectrical Specialties of Quality Camnag Pred 
ESTABLISHED 1904 
VALPARAISO - INDIANA 
Box No. 669 
EMEMBER =m 
QUALITY 
Build Steady Sales Volume [MILWAUKEE 
with the well rounded line of a 


BRUSH EXCELLENCE 


MILWAUKEE INDUSTRIAL BRUSHES 


Bie 





MILWAUKEE CURVED BACK 


GENERAL PURPOSE SWEEPING BRUSH SOLID BLOCK WIRE BRUSH 


The three 
brushes illustrat- 
ed herewith 
have a heavy 
use in industrial 
plants in all 
sections. 

They, like the wheel brushes, 
are typical of Milwaukee qual- 
ity. They help to round out the _alog and distributor terms. 


The MILWAUKEE BRUSH MANUFACTURING CO. 
2212-2236 North 30th St., MILWAUKEE, WIS. 


Quality Industrial Brushes and Brooms for all 
Production and Maintenance Requirements 


Milwaukee Line 
so that you may 
offer the right 
brush for each 





ROUND STEEL WIRE HAND BRUSH 


cation. 
Milwaukee Brushes offer you 

every day selling opportunities 

at good profits. Ask for our cat- 








KNISELY APPOINTED BY 
REPUBLIC STEEL 

e STANLEY A. KNISELY, of 

Cleveland, has been appointed 


| advertising and sales promotion 


manager of Republic Steel Cor- 


| poration, with headquarters at 


Youngstown, Ohio. He succeeds 
L. S. Hamaker, who was recently 


| made vice-president and general 








manager of the Berger Manufac- 
turing Company, Republic sub- 
sidiary, of Canton, Ohio. 

Knisely entered newspaper 
work in his home city of Canton, 
Ohio, and later held the positions 





STANLEY A. KNISELY 


of city editor and telegraph edi- 
tor of the Cleveland Plain Dealer. 
He left the newspaper field to be- 
come advertising and sales man- 
ager of the National Paving Brick 
Association, with headquarters 
in Cleveland. After six and a half 
years in this position he became 
director of advertising research 


| for the National Association of 


industrial appli- | 


Flat Rolled Steel Manufacturers 
and served seven years in this 
capacity. 


STANLEY ISSUES NEW 
CATALOG 


e THE STANLEY Electric Tool 
Company, New Britain, Con- 
necticut, has just issued a new 
46-page catalog in color, describ- 
ing and illustrating its complete 
line of electric tools. 
Descriptions include complete 
specifications and applications. 
Copies may be had by writing 
the manufacturer, requesting 


| catalog number 64. 
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The most usable 


DIRECTORY 


ever published in the 
mill supply field 


Complete and accurate listings of suppliers, with comprehensive classi- 
fications, plus complete facts about many products on the same pages as 
the actual listings—this method of bringing information to the busy buyer 
will make the new Directory edition of MILL SUPPLIES, out in December, 
the most useful, and most used, tool on the buyer’s desk. 


Mitt Supp vies has been publishing a directory of the industry for 
years. In the new Directory, which now becomes an annual fixture as the 
13th issue of the magazine itself, we have developed a compact fact-maga- 


zine which will be invaluable to both buyers and sellers of supplies and 
equipment. 


Distributors will be given the opportunity to provide their salesmen 
with this book as a permanent part of their selling equipment. Manufac- 
turers will be invited to advertise their products adjacent to their classified 
listings so that buyers and salesmen may obtain complete information at 
the time they are looking for particular products. 


Distributor or manufacturer, it is time now to find out how this new 
Directory number of MILL Supp.ies will benefit you. Just write us— 
and we'll tell you what it will do in your particular case. 


MILL SUPPLIES 
5920 North Michigan Ave. 


CHICAGO, ILL. 

















ccuracy- 


For 80 years CLARK BOLT and Nut 
Products have stood for accuracy. 


In the steel—in the processing and 
forming—in the threading—in the fin- 
ishing—and in the filling of your orders, 
large or small, you can assure yourself 
complete satisfaction by insisting on 
CLARK Bolts, Nuts and Screws. 


Our latest catalog lists a complete line 
of standard bolt and screw products for 
every need—write us for your copy. 


CLARK Bros ott (0 


Charles St., Milldale, Conn. 


Here is an —— Sales Point! 


The DUMORE lubricating system has 
been pronounced the finest ever de- 
veloped for oiling ball bearings at 
high spindle speeds. 


That is a point! Every machinist, every 
toolmaker, every shop executive who 
knows anything about grinders real- 
izes what a problem it is to lubri- 
cate ball bearings at 35,000 R. P.M. 
He knows that too much oil at high 
speed is just as bad as too little. He 
wants to be sure. 


Point out to him how our system con- 

tinuously feeds a minimum amount 

of oil to the bearings while the grind- 

er is in operation—how, in the case 

of the quill when driven at high : 7 

speeds, the oil is atomized and the Dumore No. $ Grinder for produc- 


bearings operate in a mist of oil. — ak es oe 


work. Has 
The story of Dumore lubrication is a convine- motor and speeds ranging from 4,000 


1 hs to 35,000 R. ‘ 
ing sales argument. Use it to produce profits. not be a nae thio ous 


The Dumore Co., 101 16th St., Racine, Wis. territory. We suggest you write us. 


vvvvyv 


-'*" GRINDERS *'°* 


H. P. universal type | 


SIVYER OPENS EASTERN 
OFFICE 


e THE SIVYER Steel Casting 

Company of Milwaukee, Wis- 
consin, has announced the open- 
ing of an eastern office in charge 
of A. N. Diecks, Suite 810, 500 
Fifth Avenue, New York. This 
office will specialize in the prod- 
ucts of the refinery division of 
Sivyer, consisting of Sivyer steel 
return bends, special refinery 
fittings, alloy tube supports, and 
Sivyer stainless steel castings 
for refinery use. 

The Sivyer Steel Casting 
Company has long been a lead- 
ing western producer of cast 
steel products for both the pro- 
duction and refining ends of the 
oil industry. The eastern office 
is now being opened to better 
serve the refinery market con- 
centrated in the New York area. 

Mr. Diecks has had wide ex- 
perience in the application of 
similar products in refineries. 


WROUGHT WASHER AP- 
POINTS SALES PROMO- 
TION MANAGER 


@ THE Wrought Washer Com- 
pany, of Milwaukee, Wiscon- 
sin, has announced the appoint- 
ment of Charles G. Crabb as 
sales promotion manager. 

Mr. Crabb comes to the 
Wrought Washer Company with 
a varied background of sales, 
advertising, and promotional ex- 
perience. He was _ formerly 
executive vice-president of the 
General Hardware Corporation 
and prior to that, sales promo- 
tion manager of the Master 
Lock Company. 


DUMORE CATALOG ON 
GRINDERS ISSUED 


@ THE Dumore Company, Ra- 
cine, Wisconsin, has just pub- 
lished a new catalog describing 
its line of portable precision 
grinders and related products. 
It contains interesting and in- 
structive material on the sub- 
ject of precision grinding under 
paragraph headings such as 
“Selecting the Proper Grinding 
Wheel,” “Relation of Grain Size 
to Finish,” “Are of Contact,” 
““Wheel Speeds,” “Work 
Speeds,” “Using the Diamond” 
and “Importance of Balance.” 
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SPORE APPOINTED BY 
DAYTON RUBBER 
e THE DAYTON Rubber Manu- 
facturing Company, Dayton, 
Ohio, 
pointment of Edward P. Spore 


EDWARD P. SPORE 


as its southwestern district rep- 
resentative. He will be in 
charge of distribution and sales 





of industrial service in this ter- 
ritory. 

Mr. Spore has long been asso- 
} ciated with the power transmis- 


representative of a leading 
transmissign accessory manu- 
facturer. He resigned to take 





ton on July 1. 


EDWARDS JOINS SCHIEREN 


e STANLEY M. EDWARDS, 

until recently a transmission 
representative for Charles Millar 
and Son Company, Binghamton, 
New York, has joined the organ- 
ization of Charles A. Schieren 
and Company as New York State 
representative. 





has announced the ap- | 





: of Dayton’s complete line of | 
v-belts and pulleys for all types | 


sion field in the southwest as | 


| 


over his new activities with Day- | 
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ines Hac l Saw Dlad ey | 


‘Question No. 1— 


Is your line a real quality line 
that brings repeat orders with 
little sales resistance or effort? 


The Barnes Distributor 
Answers - YES” Because— 


The W. O. Barnes Co., Inc., has been manufacturing hack saw 
blades and metal cutting band saws since 1917. Quality with uni- 
formity has been the one object striven for. 

The personnel back of this organization had years of experience 
in the manufacture and sale of hack saw blades prior to organizing 
W. O. Barnes Co., Inc. 

We manufacture nothing but hack saw blades and metal cutting 
band saws. Our reputation has been made and must be maintained 
on the performance of these lines alone. 

The Barnes line is complete and has no superior in quality. 
Barnes blades bring repeat orders which mean profit to Barnes 
distributors. 


Investigate the Barnes line now. 


RED ARROW 


The RED ARROW blade was one of ee 

| the very first high speed steel blades on 

| the market. The years of experience back of this blade make it a 

| “professional” blade. Each blade is “Rockwelled” to insure uni- 
form hardness. This, combined with exacting temperature and 
timing control, produces the best product possible, and assures you 
of repeat orders from satisfied customers. RED ARROWS are 
packed three dozen hand blades to a box and one dozen power 
blades to a box. 


*This is the first in a series of questions and 
answers on hack saw distribution. Look for 


No. 2 in the September issue of MILL SUP- 
PLIES. 









VULCAN MOVES OFFICE AND 
FACTORY 

@ THE main office and factory 

of the Vulcan Electric Com- 
pany has been moved to 600 
3road Street, Lynn, Massachu- 
setts. For the convenience of 
customers in and around New 
York a stock is carried at 225 
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W. O. BARNES CoO., INC. 
1297 Terminal Ave. Detroit, Mich. 


and Leading Jobbers Everywhere 









Varick Street, New York City. 
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Low First Cost 
plus operating efficiency 
and economy 


is winning buyers to 


COFFING HOISTS 
“THE UNIVERSAL TOOLS” 


Our many leading distributors are delighted over the 
reception accorded this modern line by their customers. 
Coffing Hoists have already become sales leaders for most 
of these distributors. They offer exceptional opportunities 
for other representative mill supply houses. 


We invite your inquiry for complete information. 


1 The Electric Coffing 
Hoists: Capacities: 4/4, 2, 
| and 2 tons. Weights: 75 
to 85 Ibs. 














Soundly Designed 
Simply Constructed 


Remarkably Powerful 
Extremely Versatile 
| Economical 


COFFING HOISTS 


Exclusive Free-Chain Mechanism 
Unbelievably Light In Weight 


2 Model A—% ton. 
Weight: 14 1bs., and Model 
F—i'2 ton; Weight: 25 
Ibs. 


3 Model F.T. Capacity: 
3 tons; Weight: 34 Ibs. 


4 Model Z—Capacity: 6 
tons; Weight, 65 Ibs. 

















COFFING HOIST COMPANY 


313 E. Van Buren St. Danville, lil. 





No, 2 No. 3 
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-\P ‘MOLY’ HACK 
SAW BLADES 


“i \\FOR ME” 






A true cut and a fast cut without too 


naltie ame lelelels that's why mechanics ask 
for “Moly” hack saw blades. Als® every 
rofol| fol mm lam oliolel-t Me lel-13 50% farthér. They 


fold- Mick im ield 4-10 Melale Mich imt-il(-1a 3 





nly the original molybdenum 
hack saw blades are die-s 








eweror SAW WORKS, Inc. 


MIDDLETOWN, N. Y 
Sold only 
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GIANT CONVEYOR BELT 
MADE BY MANHATTAN 


Built for a limestone plant by 
The Manhattan Rubber Manu- 
facturing Division of Raybestos- 
Manhattan, Incorporated, a sin- 
gle piece rubber conveyor belt is 





nearly a quarter of a mile (1291 
feet) long and 4 feet wide; over 
5000 square feet of tough rub- 


ber. Itis 7 by 9 ply heavy duck 
construction with a 14-inch re- 
enforcement on top and a 1/16- 
inch reenforcement on back. 

Sixteen bales of raw cotton 
were used in making it. It 
weighs 11 tons and will deliver 
1500 tons (136 times its own 
weight) of crushed limestone 
every hour. 


ALLIS-CHALMERS CHICAGO 
OFFICE MOVED 


@ THE Chicago district office of 
the Allis-Chalmers Manufac- 
turing Company, Milwaukee, 
has been moved to the new 
Field Building, 135 South La 
Salle Street. B. F. Bilsland is 
manager of this district. 


PARKER APPLIANCE ISSUES 
BULLETIN 
©A NEW 64-page bulletin is- 
sued by the Parker Appliance 
Company, Cleveland, Ohio, de- 
scribes and illustrates this com- 
pany’s line of tube couplings 
and associate equipment and 
contains complete information 
on list prices. 
The bulletin is punched for 
insertion in loose-leaf catalogs. 


MILL SUPPLIES 
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MACHINE TOOL SALES DROP | 


IN 1933 


e A PRELIMINARY tabula- 

tion of data collected by the 
Department of Commerce in the 
Biennial Census of Manufactur- 
ers, shows the value of machine 
tools made in the United States 
in 1933 amounted to $22,857,- 
875, a decrease of 58.5% as 
compared with $55,109,887 re- 
ported for 1931, the last previ- 
ous census year. 

Included in this total are two 
items of particular interest to 
distributors, portable electric 
drills and _ portable electric 
grinders. Total production of 
the former was $869,526 and of 
the latter, $260,566. 


BULLETIN ISSUED BY 
INGERSOLL-RAND 


e INGERSOLL-RAND has just | 


issued a new bulletin on its 


“Utility” air hoists. It describes | 
both the single-drum air hoist, | 


used for such work as hoisting 
materials, moving timbers and 
spotting cars and the double- 
drum air hoist, which is used for 
slushing out material in mining 
work, loading cars and drag line 
excavating. 








Chrome- Mo-lyb-de 


One of the interesting fea- | 


tures of the double-drum “Util- | 


ity” air operated hoist is the so- 
called “Joy Stick Control,” a 


single lever by means of which | 


the operator has complete con- 
trol of the hoist. The single 
control lever handles throttle 
valve and clutches at the same 
time. 


CHICAGO TUBING AND 
BRAIDING MOVES PLANT 
e THE plant and general offices 
of the Chicago Tubing and 


Braiding Company have been | 


moved from Chicago to 1315 
South Third Avenue, Maywood, 
Illinois. 


AMERICAN HOIST AND DER- 
RICK ISSUES BULLETINS 


e TWO new bulletins, one de- 

scribing the general line of 
“American” equipment and the 
other the “American Eagle” 
crane, have been issued by the 
American Hoist and Derrick 
Company, St. Paul, Minnesota. 
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You have in “Allens” the only hollow screws made of 


Chrome-Molybdenum steel. This refers, of course, to the 
standard “stock” product. 


They're the only hollow screws heat-treated and cold- 
worked by processes developed by Allen. 


They're the only hollow screws, so far as we know, 
multi-checked for accuracy by 7 different inspections. 


A firm of prominent engineers continually check the 
service-qualities of “Allens”, searching out methods of 


improving the product and processes of manufacture. 


It’s easier for Jobbers to sell Allen FEATURES 


than the usual hollow (screw) generalities! 


JHE ALLEN MEG. COMPANY 


HARTFORD, Conn. U.$.A. 
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SURE! 


lt Pays Best 
TO SELL 


SIMONDS 


BLUE TIP 


SAW 
BITS 


It pays you and pays your cus- 
tomer both best because you 
satisfy the buyer and the BLUE 
TIP Bits give him a few extra 
thousand feet of lumber cut 
with each set. 


These Simonds Bits are made to 
fit any make of saw blade that 
takes a bit style B, F, D, 2, 2!/, 
3 or 4. 


Plan for more sales. 


SIMONDS 


SAW AND STEEL CO. 


Established 1832 
FITCHBURG, MASS. 


| 
| 


| @ A. B. PETERSON, for many 











PETERSON JOINS FEDERAL 
TOOL CORPORATION 


years chief of division of tool 


| and machine construction for 


A. B. PETERSON 


the Hawthorne Works of the 


Western Electric Company, has | 
| accepted a directorship on the 
board of the Federal Tool Cor- | 


poration, Chicago. 
Mr. Peterson will take charge | 


| of the sales engineering for the 
| tool company and direct sales of 


its dies, precision tools, drop- 


| forged dies and tools for the I : 
| metal working industries. | 
In his long contact with the | & 
| Western Electric Company, Mr. | 

| Peterson has gained a _ wide 
| reputation in the machine tool 


industry and is known person- 


_ ally to many tool and die sup- 
| pliers and designers. 


NEW MANHATTAN V-BELT 
DATA BOOK ISSUED 


| @ CONTAINING the latest list | 


prices on Condor V-belts and 


| over 50-pages of pertinent engi- 
| neering information, the 1934 | 


edition of the V-belt Engineer- 


| ing Data Book published by the 


Manhattan Rubber Manufactur- 


| ing Division of Raybestos-Man- 


hattan, Incorporated, Passaic, 


Chapters on “Selecting a V- 
belt Drive,” “Design of Special | 


. V-belt Drives” and others are | 
| included in addition to numer- | 


ous standard tables, charts and | 


able to interested persons. 








belt and sheave list prices. A | ne sn 


| copy of this timely book is avail- 


Watch Your Stock 
of 


Crescent Ground 
Cross-Cut 
SAWS 


Reduced 

stocks of lum- 

ber coupled 
with a growing 
demand can mean 
just one thing, 


MORE MEN 
CUTTING TIMBER 


Naturally they will use 
CRESCENT GROUND 
CROSS-CUT SAWS 


and those saws will be 
bought through you. 


So we say,— 


Watch Your Stock to enable 


_you to make sales. 
New Jersey, is just off the press. 


SIMONDS 


Saw and Steel Co. 
Fitchburg, Mass. 


CHICAGO NEW ORLEANS 
SEATTLE SAN FRANCISCO 
LOS ANGELES 


BOSTON 
PORTLAND 


MILL SUPPLIES 











SEEKING BRANCH MANAGER 


e A NATIONALLY known 
manufacturer of portable 
electric tools with plant located 
at Chicago, is desirous of secur- 
ing the services of a man famil- 
iar with the distributing trade 
in metropolitan New York and 
territory usually associated with 
operation from New York office. 
The man required will have 
charge of the New York branch 
office, though his activities will 
be principally that of a salesman 
contacting distributors and con- 
sumers. All replies, giving es- 
sential information on your 
ability to handle this position 
will be held in strict confidence 
by the manufacturer. Address 
your reply to MILL SUPPLIES. 


CINCINNATI TOOL ISSUES 
CATALOG 


eA NEW 32-page catalog, in 

color describes and illustrates 
the complete line manufactured 
by The Cincinnati Tool Com- 
pany, Cincinnati, Ohio. 

Copies of this book, together 
with discount-sheet can be ob- 
tained by writing the company 
direct. 


JOHNS-MANVILLE PUB- 
LISHES PACKING 
CATALOG 
@e JOHNS-MANVILLE, New 

York City, has just published 
a new 48-page catalog on its com- 
plete line of packing. Over 60 
different types are described and 
illustrated. 

Among the new materials pre- 
sented is a recent development in 
braided packing, known as Inter- 
locked Braided Asbestos. In 
making this material each indi- 
vidual strand of yarn is inter- 
locked to form an integral struc- 
ture, the same method employed 
in the making of ropes for moun- 
tain climbing. 

The new catalog includes a 
complete table of recommenda- 
tions showing the type of pack- 
ing best suited for each require- 
ment. A section is also devoted 
to a discussion of methods for 
installing packings and the fac- 
tors upon which satisfactory re- 
sults mainly depend. 
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ALLIGATOR 


TRADE MARK REG. U.S. PAT. OFFICE 


STEEL BELT LACING 


Nearly a thousand belts per hour are: 
laced with Alligator Steel Belt Lacing, 
day in day out, year in year out. Easy, 
rapid application with a hammer as the 
only tool; the hammer-clinched, vise- 
like grip on the belt ends, preventing 
friction of the plies; the patented, sec- 
tional steel rocker pin which absorbs 
friction in the hinged joint; the great 
surplus of strength and long service— 
only Alligator Steel Belt Lacing com- 
bines these features which 
make it the choice of mil- 
lions of belt users. Reliable 
both on light and heavy 
duty drives. Eleven sizes. 
Made also in Monel Metal. 
You can recommend it 


“blind.” 
FLEXIBLE STEEL 
LACING COMPANY 
4633 Lexington Street 
CHICAGO, ILLINOIS 


In England at 135 Finsbury 
Pavement, London, E. C. 2 

















B CLING. 
> SURFACE 


S These two 6” belts 
‘have had 
Cling-Surface 
Belt Preservative 
for a dozen years 
and run slack at 


3800 ft. P. M. 


Just ask yourself if any belt dressing you sell now, or ever 
did sell, has given your customers the kind of results that for 
40 years Cling-Surface has been giving, and proving, of which 
this is an example. 

That is one reason why our distributors all speak of the very 
large percentage of repeat business they get on Cling-Surface. 

It does the work. People like it and repeat, which means 
a steadily growing business and low sales costs. 

If you haven’t got it you are pushing against the stream. 

It is now sold only through the mill supply and allied trades. 


Write us about it. 
CLING-SURFACE COMPANY 


1017 Niagara St., 
Buffalo, N. Y. 
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VIS E Sarery LACER 


REG. U.S. PAT. OFF. 


BELT LACER CO. type y 


UP TO 6” IN ONE OPERATION 


Outstanding in its performance—like Safety Belt Hooks. No other 
like it. The jaws contact the HOOKS ONLY—hence a smooth job 
with no damage to belting between hooks. Spring jaws and lips 
keep Lacer in position in Vise without holding or adjusting. A real 
Lacer with no make-shifts. Quicker—easier—more efficient. And 
the price is only $3.50. Laces up to 6” in ONE OPERATION. We 
mean LACES. A time-saving auxiliary for 
many places in plants where the job does 
not require heavy lacer and can be done 
on the spot. 


Safety Belt Hooks 
NEW PRICES 





Ask for our Distributor Proposition. 


vette nao enh ety BELT-LACER CO. 
No. 6...... 1.65 per box 


Factories Bldg., TOLEDO, O. 








Model WWD — Water 
Cooled Duplex, with 
pressure lubrication. 
Any type control. 







INDUSTRIAL SALES 
GOING UP 


The industrial sales of 
Quincy Compressors are 
steadily going up. So are the 
profits of distributors selling 
the Quincy line . . . Because 
Quincy Compressors com- 
bine advanced features of 
design — Timken Bearings, 


Write for details of NEW Quincy 
Compressor features and the Quincy 


Pressure Lubrication, Auto- 
motive-type Pistons, Lynite 


Distributor Policy which assures Connecting Rods—they give 
greater profits from satisfied cus- peak performance at low 
tomers. 


cost. This is what your cus- 
tomers want—this is why 
they buy. 
QUINCY COMPRESSOR CO. 
303 MAINE STREET, QUINCY, ILLINOIS 


205 W. Wacker Drive, Chicago, Illinois 
30 Church Street New York, New York 





MODEL WWC — Water Cooled 
Duplex, with pressure lubrica- 
tion. Completely automatic in- 
cluding all controls. 


UINCY 


Compressors 
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J. E. Gladhill, Detroit representative 
for the Ettco Tool Company, left, is seen 
with his boss, G. W. Emrick, general 
manager, on the occasion of a visit to 
the home office in Brooklyn. Mr. Glad- 
hill covers Michigan and a part of Ohio. 





PIPE AND FITTINGS SALES 
ANNOUNCED 


@e THE Bureau of the Census 

has announced that, accord- 
ing to a preliminary tabulation 
of data collected in the Biennial 
Census of Manufactures taken 
in 1934, the production of cast 
iron pipe and fittings in 1933 by 
establishments engaged primar- 
ily in the manufacture of this 
class of products, had a total 
value of $18,263,912, a decrease 
of 59.3% as compared with 
$44,836,318 reported for 1931. 

The number of establishments 
in this industry decreased from 
78 in 1931 to 69 in 1933. 


NEW TOOL BOOKLET 


e A NEW tool booklet of 48 

pages, listing new nucrome- 
ters, measuring tools, gauges, ar- 
bors, shop equipment and pumps, 
additions to this company’s line 
of tools, has been published by 
the Brown and Sharpe Manufac- 
turing Company, Providence, 
Rhode Island. Copies will be sent 
on request to the company. 


SHAFER BEARING ISSUES 
CATALOG 
e ANEW 50-page catalog num- 
ber 12, covering roller bear- 
ings and self-aligning units, has 
been prepared by the Shafer Bear- 


| ing Corporation, Chicago. In addi- 


tion to illustrations of various 
types in the line, specifications 
and applications are included. 
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The NEW 


WRIGHT 
High-Speed 
Chain Hoist 


21 Points of Superiority 


e 
Write for descriptive 


lolo hd Bole Mt doko oh anmnaan 
* 


WRIGHT MANUFACTURING 
DIVISION OF AMERICAN 
CHAIN CO.,Inc., YORK, PA. 
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LITERATURE ON BRONZE- 
WELDING 

@® THE Linde Air Products 

Company, New York, has 
brought out a new edition of its 
eight-page pamphlet entitled, 
“The Progress of Bronze-Weld- 
ing.” Similar in form to previ- 
ous editions, it contains a com- 
prehensive and instructive story 
of bronze-welding in all its 
phases. 


The subject matter is ar- 
ranged so that procedures for 
work on cast iron, malleable 
iron, steel and wrought iron, 
copper, and brass and bronze 
are each discussed in a compre- 
hensive manner. A special sec- 
tion is devoted to the building- 


up of worn surfaces, which is | 


one of the most important uses 
of bronze-welding today. Plen- 
tiful illustrations help to por- 
tray what can be accomplished 
in the various industries by the 
use of this process. 

Another five-page pamphlet, 
entitled “The Principles of 
Bronze-Welding,” discusses in 
an authoritative way the com- 
positions and strength charac- 
teristics of bronze-welding rods, 
the underlying theory of the 
flowing of bronze-weld material, 
and certain important elements 
of welding techniques. 


BARRETT-CRAVENS ISSUES 
FOLDERS 
@ TWO new bulletins, in folder 
form, have been issued by the 
Barrett-Cravens company, Chi- 
cago. The first describes and 
illustrates the company’s left- 
trucks and platforms while the 
second is concerned with storage 
racks. They are numbered 126 
and 402, respectively. 


| WHEELBARROW SALES UP 


IN 1933 


@ CLEARLY indicating the ef- 


fect of public works under- 
taken last year, preliminary fig- 
ures on the Biennial Census of 
Manufactures, taken in 1934, 
show that total sales of wheel- 
barrows in 1933 were $1,349,- 
931, as compared with $1,243,- 
460 in 1929, an increase on 8.6%. 
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IT JAILS 


GASES AND LIQUIDS 


...- IT GUARDS 
YOUR PROFITS! 
\\ 





@Here’s just what you and your 
customers have been looking 
for ... a high-pressure union 
that works in the toughest 
spots! It’s the U.S. Union with 
the famous Four-Lock Seal . . . 
a four-line defense against leak- 
ing gasoline, alcohol, other liq- 
uids or gases. Four times as 
many sales features in the Lock 
alone! 

Tell your customers about 
the U.S. Union with this extra 
protection ... tell them that it 
stays tight after several make- 
ups. They’ll thank you, for 
plenty of big users acclaim U.S. 
Unions ... and give you repeat 
business. A fair policy with dis- 
tributors makes this an unusual 
sales opportunity. Write for de- 
tails. 


UNITED ‘SUPERIOR 
UNION CO., INC. 
Division of 

MERGENTHALER LiNotyPeE Co. 
29 Ryerson St., Brooklyn, N. Y. 


Representative jobbers desired 
in every industrial center. 


U-S'-UNIONS 





SEAL 





PERFECT BALANCE | 








A Telling Sales 


Argument for 
Distributors of 


IMPERIAL 
SPRAY GUNS 


Perrect Balance is 
made possible by the center position of 
the gun of the inlet for the pressure 
feed container feed line. 


This balance, combined with the air 
inlet in the base of the handle, the easy 
natural grip, the two-finger trigger and 
the aluminum body makes the Imperial 
Hi-Duty Spray Gun very easy to oper- 
ate. 


No "wrist strain", no fatigue, for the 
operator using Imperial Guns. They can 
be cleaned in a jiffy, and their service 
is at once fast, efficient—and econom- 
ical. 


Imperial makes paint spray guns and 
portable and stationary spray outfits in 
sizes and types to fit every requirement. 
Also the ideal companion line—Imperial 
Welding and Cutting Equipment. 


Ask for our distrib- 
utor proposition. 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Racine Avenue 
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| timidation, 


of the Code.. 
| form prices, discounts or differ- | 
| entials is not permitted in con- 
/ nection with any classification 
_ schedule. The right to classify 
| his own customers in accordance 











| George W. Day, who, until recently, was | 
| sales manager of the Paine Company, | 


Chicago, has been appointed to a similar 


| position with the Chicago Expansion 

| Bolt Company. Prior to going with the | 
| Paine Company, Mr. Day was connected | 
with the Chicago office of the American | 


Blower Company. 


WORTHINGTON PUBLISHES 

BULLETIN ON PUMPS | 

@ A NEW bulletin, published by | 
the Worthington Pump and | 
Machinery Corporation, Harri- 
son, New Jersey, gives specifica- | 
tions, rating tables and applica- 
tions of this company’s line of | 
Monobloc centrifugal pumps. | 





CURRENT CODE DEVELOP- 
MENTS 


(Continued from page 15) 





oF . | 
provision would require Code | 


Authorities to make up and keep | 
current a classification of all 
types of customers of their in- 
dustries, with a complete defini- 
tion of each class in terms of | 


functions or as purchasers of | 
Thereafter, | 
the classification having been | 
submitted to the Administra- | 
tor, full information as to the | 
must be made | 

The use of in- | 
coercion or other | 
influence to cause the | 


defined quantities. 


classifications 
available to all. 


undue 
inclusion of any customer in or 


any class would be a violation 
Provision for uni- 





‘The ATLAS Greets You 


from its New Location 
in 


_ MILWAUKEE 


ot. INDUSTRY 
res DA me 
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Take advantage of our 
improved facilities for han- 
dling your requirements. 
Change your records im- 
mediately so that your 
orders will be properly ad- 
dressed to 


APPLETON-ATLAS 
CAR MOVER CORPORATION 
2947 No. 30th Street 
MILWAUKEE, WIS. 
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The Right Belt 
| for Every Job 


from one reliable source 
of supply with an up to 
date distributor policy. 


Ask for the re-sale price set up and fine 
distributor terms established by the manu- 
facturers of: 


GENUINE 
HETTRICK 
Stitched Canvas Belting 
MALABAR 
for conveying and elevating 
and 


HETMACO 


The New Transmission Belt 


These three modern lines will enable you to penetrate 


: | today’s great belting replacement market—at a good 
exclusion of any customer from | profit. 


Cites 4 
pak ? 


HETTRIC 


Summit and Magnolia Sts., 
TOLEDO, OHIO 


MILL SUPPLIES 








with his own judgment is re- 
served to each individual mem- 
ber of the industry, but in the 
light of knowledge of the official 
classifications presumably used 
by his competitors. 

The text of the policy memo- 
randum on customer classifica- 
tion is as follows: 


“The following clause reflects 
NRA policy on this matter and 
should be substantially followed 
wherever provisions for classifi- 
cation of customers are included 
in codes: 

“‘The Code Authority shall 
cause to be formulated and keep 
current a classification of all 
types of customers of the indus- 
try. Such classification shall be 
subject to the disapproval of the 
Administrator and shall con- 
tain: (a) A complete list of all 
of the classes of customers; and 
(b) definitions or descriptions of 
the several classes in terms of 
functions performed, or in other 
appropriate terms such as pur- 
chasers of defined quantities. 

“ «After submission to the Ad- 
ministrator, if there is no dis- 
approval or request for suspen- 
sion of action within twenty 
(20) days, full information con- 
cerning the classification shall 
be made available to all mem- 
bers of the industry. No one 
shall by intimidation, coercion, 
or other undue influence cause 
or attempt to cause the inclusion 
of any customer in or the exclu- 
sion of any customer from any 
class of customers, or the ex- 
clusion of any class of customers 
from the classification, the use 
of uniform or stipulated prices, 
discount, or differentials and 
each member of the industry 
may at all times classify his own 
customers in accordance with 
his own judgment.’ 

“No such proposed code pro- 
vision nor any classification 
thereunder shall be approved if 
the same is designed or would 
tend to fix uniform prices, dis- 
counts or differentials, or to es- 
tablish sale price maintenance, 
eliminate or suppress, or dis- 
criminate against any customer 
or class of customers. 

“Other proposed provisions 
concerning classification of cus- 
tomers are presumed to be con- 
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“It’s a 
Satisfaction 
to Sell 
Quality 
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There is a satisfaction in selling “high quality”—a satisfaction not 
only in the repeated sales—but—in the knowledge that such sales 
make friends and build up a good business reputation. 


Dart Unions have set a standard of performance over a period of 


many years. They give your trade the fullest union value for their 
investment that is possible. 


Just one more reason why they are easy to sell. 


DART U 


E. M. DART MFG. CO., PROVIDENCE, R. I. 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 


BRONZE-TO-BRONZE 





Canadian Factory: 


Dart Union Company, Ltd. 
Toronto, Canada 

















AWHIDE 


Mallets 


Solid, hard rolled rawhide head, 
firmly glued and riveted. Made 
from carefully selected and spe- 
cially treated hide stock. Best second 
growth hickory handle. Resilient, 
non-marring, wear-resisting. 


Hammers 


Rawhide faces, solidly held and 
backed by a malleable iron head 
with strong flanges holding the 
faces securely. Faces are easily 
replaceable. 
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LEATHERS 


Striking face is made of tightly 
fitted, laminated discs of selected 
hard rawhide. The steel handle is 
finished with leather washers tightly 
pressed on and turned to form a 
comfortable and durable grip. 


Tanners and Manufacturers Since 1878 


The 
Chicago Rawhide Mfg. Co. 


1297 Elston Ave. . - Chicago, Illinois 


INDUSTRY 


Branches Pt 


} 


= “ales. 














DELIA 


FILES OUTRUN 


All Competition 


A broad statement, but a 
fact that can be proved to 


your customers. 


field, Delta Files invite the 
challenge. Ask your cus- 
tomers or prospects to test 
Delta Files in competition 
with any other make—for a 
minute, an hour or an entire 
day. With each succeeding 
stroke Delta will step farther 
and farther ahead. If they 
compare and weigh the fil- 


clear-cut Delta Victory. 


Remember — your sales ef- 
forts on Delta files are 
backed up by advertising in 
leading industrial publica- 
tions—and the Delta Sales 
Manual will actually help 
you sell. 


tributor write for informa- 
tion regarding the famous 
Delta Franchise. Several 
good still 


territories are 


inadequately covered. 








#8 DELTA FILE WORKS ©) 


4837 James Street (Bridesburg), Philadelphia, Pa. 
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the satisfaction of any of | 


Like the champion in any | 


ings, the result will be a | 


If you are not a Delta Dis- | 


| trary to Administration policy.” 
| In a third memorandum it 
was announced that “NRA 
policy favors ‘cost or market 
which ever is lower’ as the nor- 
mal basis for valuation of ma- 
| terials wherever they appear in 
| the cost formulas which have 
|been provided in approved 

Codes.” This policy has been 
| adopted instead of either “mar- 
ket” or “cost” to avoid the evils 
of provisions which require arti- 
ficial mandatory profits to those 
who have accumulated inven- 
tories at low prices and to avoid 
the necessity of shifting the for- 
mula for cost from time to time 
to the basis which is at the mo- 
ment most favorable to industry, 


ditions. 





ADMINISTRATION MEMBER 
APPOINTED 


| @ NATIONAL Recovery Admin- 
istrator Hugh S. Johnson has 
announced the appointment of 
R. H. Danforth, for 20 years pro- 
fessor of mechanics and mate- 
rials at the Case School of Ap- 
plied Science, Cleveland, Ohio, as 
administration member of the 
code authority for the drop forg- 
ing industry. Professor Dan- 
forth has carried on an active 
| consulting practice serving such 

companies as the Packard Motor 





Company, Cleveland Tractor 
| Company, Goodyear Rubber 
and the New York 


| Company, 
| Central Railroad. 


in view of current market con- | 








SUPPLEMENTAL CODE FOR | 


V-BELT INDUSTRY 


@ APPROVAL has been an- 

nounced by the National Re- 
covery Administration of a sup- 
plemental code of fair competi- 





tion for the multiple V-belt | 


drive subdivision of machinery 


became effective July 24. 

The approval 
pending further order, the wait- | 
ing period between the filing | 
with the Code Authority and the | 
effective date of price lists or re- 


sale. 
This supplemental code makes 





| subdivision the wage and hour 


and allied products industry. It | 


} 


order stays, | 


| 


vised terms and conditions of | 








BUCKET BLADE FAN 


This type ventilating fan moves a large 
volume of air—designed for commercial use, 
kitehen, laundries, bakeries and similar 
installations. Alternating current, single 
phase—i2”, 16”, 18” sizes—motor, self- 
cooling type, totally enclosed. Easy to In- 
stall. Write for bulletin and prices. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan 


OFFICES IN PRINCIPAL CITIES 


STs Te awe, 

















DISTRIBUTORS — 


You'll like 


ROCKFORD 
SERVICE 


By “service” we mean 
more than the prompt 
delivery we give you on 
all your requirements. 
That, of course, is one 
of the fundamental 
principles of our busi- 
ness. 


We refer also to the 


R quality that is built into 
b>} every Rockford prod- 
uct, the completeness 

us of our line and our 
wusshes convenient packaging 


methods. 
* 


We will be glad of the 
opportunity to give you 
all the facts about 
30-37 Normalized Steel 
Screw Products. 


CAP, SET, WOOD AND LAG SCREWS 
BOLTS, NUTS AND SPECIAL WORK 


ret 


oad 








| applicable to the multiple V-belt | ROCKFORD SCREW PRODUCTS CO. 


Railroad Ave. at Ninth St. ROCKFORD, ILL. 
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provisions of the machinery and 
allied products industry code. 
Provision is made for establish- 
ment of a Code Subdivisional 
Authority; for an accounting 
system and methods of cost find- 
ing and estimating; provides 
methods of setting up, revising 
and filing price lists and dis- 


count sheets and terms of sale | 


and payment.. Fair trade prac- 
tices of the subdivision are also 
set forth. 


ADMINISTRATION MEMBER 
APPOINTED 


@ A. J. Horn has been ap- 


pointed Administration mem- | 
ber, without vote, on the Code | 


Authority for the Spray Paint- 
ing and Finishing Equipment 
Manufacturing Industry, to 
serve during the pleasure of the 
Administration. 

Mr. Horn was for 12 years 
connected with the municipal 
government of Lorain, Ohio, as 
Director of Public Safety and 
Mayor. Since 1921 he has been 
engaged in commercial organi- 
zation work, serving as secre- 
tary of the Chambers of Com- 
merce of Ashtabula, Ohio, 
Schenectady, New York, and 
Toledo, Ohio. 


TRADE PRACTICE COM- 
PLAINT COMMITTEE 
AUTHORIZED 


@ Division administrator Bar- 

ton W. Murray has author- 
ized the following Trade Prac- 
tice Complaint Committee for 
the Machine Knife and Allied 
Steel Products Manufacturing 
Industry: H. E. Waldo, The 
Ohio Knife Company, Cincin- 
nati, Ohio; F. R. Henry, Sim- 
onds Worden White Company, 
Dayton, Ohio; and E. Paul 
Floyd, Simonds Saw and Steel 
Company, Fitchburg, Massa- 
chusetts. 


TACK CODE CALLS FOR 
STANDARDIZATION 
@ The Code of fair competition 
for the Cut Tack, Wire Tack 
and Small Staple Manufactur- 
ing Industry, which was ap- 
proved by the National Recov- 
ery Administration on July 6, 


AUGUST, 1934 











Jbe POWER KING 





Tbe POWER BOY 


A Year Has Passed Since 
The “POWER KING” 


and 
The “POWER BOY” 


Car Movers were announced 












And in this time they have 
been accepted as standard. 

Results in sales and reorders 
received have been mighty 
pleasing. 

We want to thank our dis- 
tributors and their salesmen for 
their wonderful cooperation. 

We will be glad to explain our 
sales policy to those distributors 
whom we have not yet been able 
to contact. 


for the heaviest loads 


for average loads 








THE ADVANCE CAR MOVER CO. 


APPLETON -t- 
CANADIAN ADVANCE CAR MOVER CO., 


WISCONSIN 
Welland, Ontario, Canada 











Geo. D. Roper Corp. # @ 


RODER 











You don’t need 
to be an engineer 


to sell Roper Pumps 





—for it is just a matter of elementary arithmetic to 
decide which type and size Roper Rotary Pump is needed 
for each job. Full details are given in tabular form in 
the Roper catalogs. Moreover, Roper Pumps are easy 
to install . . . easy to service. We build a complete line 
of hand and power pumps, so that you can satisfy prac- 
tically every purse and purpose. 

Cash in on this business . . . make every daily contact 
productive of greater profit by selling Roper Pumps. . . 
the market is unlimited. Write today for Catalog No. 
R-62-MS. 


Rockford, Illinois 


UM)DS 





ant i DEPENDABLE - SINCE 1857 
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or 
DRILL 
PRESSES 


MARVEL HOLE SAWS are chang- 
ing shop practice, have opened a 
vast new market for they have the 
strength and accuracy needed for 
drill press use, will cut deep holes, 
will stand up on production runs. 
They step-up the capacity of light 
drill presses. They cut the cost of 
large holes materially — save time, 
material and labor. In the hands of 
salesmen they are unequalled as 
“door openers”’. 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People’’ 
353 N. Francisco Avenue, 
CHICAGO, U.S. A. 





for 

large holes 
recommend 
MARVEL 
HOLE SAWS 


MARVEL 











DESMOND 


Grinding Wheel 


Dressers and Cutters 


& 


The Desmond-Hex Dresser 


The most durable mechanical 
dresser made. The hexagon bear- 
ing nuts provide six sets of bear- 
ings with no wear on the handle. 
Made in four sizes. 


We manufacture the only com- 
plete line of dressers and cutters 
and cannot only advise you, but 
can furnish you with the proper 
dresser for every grinding wheel. 

Write for copy of catalog “S” 


and complete information. We 
sell through distributors. 


The 


Desmond-Stephan Mfg. Co. 
Urbana, Ohio 








| 
| 


| 
| 
| 


|'ment Agency, preferably the 


| the Machinery and Allied Prod- 











| 


| 


became effective ten days later. 

It contains a paragraph re- 
quiring standardization of prod- 
ucts, which read in part, as fol- 
lows: “The Supplementary Code 
Authority shall make studies for 
the establishment of classifica- 
tion, dimensional standards and 
count per pound for the prod- 
ucts of the Industry, in coopera- 
tion with some Federal Govern- 


Bureau of Standards of the 
United States Department of 
Commerce, with a view to their 
recommendation for adoption by 
the Industry and such standards 
when approved by a majority 
vote of the members of the In- 
dustry shall become the stand- 
ards of this Industry, subject to 
the approval of the Administra- 
tor; and thereafter all members 
of the Industry shall follow such 
standards.” 





ROLLER AND SILENT CHAIN 
CODE SIGNED 


|@ NATIONAL Recovery Ad- 


ministrator, Hugh S. Johnson, 
on July 6, approved the code of 
fair competition for the Roller 
and Silent Chain Industry, sup- 
plementary under the code for 


ucts Industry. The approval was 
granted with the proviso that 
the clause instituting a waiting 
period between the date of filing 
and effective date of open price | 
lists be stayed pending further | 
orders. 

The code adopts the wage, | 
hour and labor provisions of the 





| basic code, sets up code adminis- | 


tration and provides for open | 


price filing and bans selling be- | 


low reasonable cost in times of | 
emergency due to destructive | 
price cutting. | 


UNIFORM SALE TERMS AP- 
PROVED FOR MECHANICAL 
RUBBER GOODS | 
@ NATIONAL Recovery Admin.- | 
istrator Hugh S. Johnson, has 
announced his approval of a 
schedule of uniform terms of | 
sale requested by the Divisional 
Code Authority for the mechani- 
cal rubber goods division of the 
rubber manufacturing industry. | 
In seeking the Administra- | 





ARE YOU READY 
for FALL BUSINESS? 


If you are a Capital ‘‘Red Cap” Distrib- 
utor, we suggest you make a check up now 
to be sure your stock of brushes and 
brooms is adequate to take care of fall 
orders promptly. If it isn’t, send us your 
order as s0on as you can. If you are not 
selling the Capital Line, this is a good 
time to look into its merits. We invite 
your inquiry. 


CAPITA 


BRUSHES and BROOMS 


INDIANAPOLIS 
BRUSH AND BROOM MFG. CO. 
ESTABLISHED 1890 


126 Brush St. Indianapolis, Ind. 








More Pipe Cuts With 
Alloy TOOL-STEEL 
Knife Blades 


Riga@iD Cutter 
Blades are far the 
toughest known — 
hold their keen 
edge several times 
as long as other 
cutters — give 
you over 300% 
more quick 

clean cuts. 


OST cutter 
wheels are 
ground out of steel 
bar. We die ours out 
of sheet alloy tool 
steel, hammer them in- 
to blades and then heat- 


| treat them till they’re 


the cuttingest fools you 

ever put on a pipe. Assembled in 

a special hub, they fit Ritatp or 

any similar type cutter—to walk 

through pipe as if it were butter. 
That’s a real story for your trade. 


THE RIDGE TOOL CO., Elyria, O., U. $. A. 


Rikzaib 


PIPE TOOLS 
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Portable 


Flexible Shafts 


AND EQUIPMENTS 









FOR 
GRINDING 
POLISHING 
: SANDING 
y DRILLING 
LATHE-GRIND- 

ING 
SCREW-DRIV- 
ING 





¢ NUT-SETTING 


and many other 
applications. 
Horizontal and 
vertical types for 
all industries. 


‘Tra 
A favorable sales policy towards 
distributors plus a quality prod- 
duct have resulted in Strand 
machines being sold by leading 
jobbers everywhere. 

New Catalog No. 26 
(Including 1933 improve- 

ments) 








N. A. STRAND & CO. 


5001 N. Lincoln St 


Chicago, US.A 





INTRODUCE 


PRODUCTS 
to your Customers 


Then Watch 
Results! 






FoS-ea ner (On 


if al 

I HE Ottemiller Line of milled 
set and cap screws, coupling 
bolts and studs is so complete 
and of such uniform quality 
that plant men like it im- 
mensely. 





Establish yourself as the dis- 
tributor of Ottemiller Milled 
Screw Machine Products and 
you can count on profitable sales 
that will run into good volume 
day in and day out through- 
out the year. 

Besides, you will like the way 
we treat you. 


Write for all the facts. 


The Wm. H. 
OTTEMILLER CO. 


YORK, PA. 


We also manufacture Dardelet Thread Screws 


i a) 


we 
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tor’s approval, the Divisional 
Code Authority pointed out that 
the proposed schedule was in- 
tended to represent the maxi- 
mum terms of sale by industry 
members, and that the terms 


| were essentially those which had 
| been in effect for several years. 


| PITTS FINDS NRA SLIPPING 
|@ JOHN PITTS, president, 


Brown - Roberts Hardware 
and Supply Company, Limited, 








JOHN PITTS 











Alexandria, Louisiana, feels that | 


| the NRA has been very helpful | 


OTTEMILLER 


| but expresses the fear that it is 


| slipping badly. The local group 
|in this territory is functioning 


| and prices have been filed. 


| PHILADELPHIA DISTRIBU- 

| TOR PLEASED 

@ C. D. AMBLER of the Alden 
Supply Company, Philadel- 

phia, in response to a question 

regarding the status of the 

NRA in his territory, writes: 










Get Our LOW 
PRICE on this 2”, 
10,000 Gal. Size 


JAEGER “SURE PRIME” 


'PUMPS SELL FASTER... 


9” 3” 4” 6” 8” SIZES 
Beat compeemten, make money with 
2 a «gh priming a DK. _ 
Ingly low prices. Write us. 


| THE JAEGER MACHINE CO. 





“We have filed prices and have | 
| very little trouble with compli- | 


ance except with small dealers 
and peddlers. Our local group 


| has regular meetings and is do- | 


| ing a good job. 


“We can see where we are now | 


| getting business that was for- 
| merly placed direct and in most 
cases our profits have increased.” 


| NRA ACTIVITIES SLOWING 
| DOWN IN NEW ORLEANS 
| @ NRA activities in the New 
Orleans territory seems to be 
slowing down to a certain ex- 
| tent, according to Frank Viola, 


president, Marine Specialty and | 
Incorpo- | 


Mill Supply Company, 
| rated. 


| 


501 Dublin Avenue, Columbus, Ohio 












% ee ee 
There’sa Lot of Belt 


Business to. be had by 
the Distributor Who Sells 


VEELOS 


GENUINE BALATA 
and 


CANVAS STITCHED 


No matter what the application, you can 
offer the right belt with these two modern, 
economical lines—VEELOS for the everyday 
run of transmission, elevating and conveying 
= and HEMEK for the tough and heavy 
jobs 


VEELOS is true and smooth running, non- 
shrinking and non-stretching, and transmits 
all power without loss. HEMEK gives its 
greatest performance under the most severe 
tests. 


Ask for our liberal distributor terms 


MANHEIM MANUFACTURING 
& BELTING COMPANY 
MANHEIM, PA. 


SAREE. ALLO LEO LEDE DEEN 9 Be 8 
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TWIST DRILLS 


PIPE TOOLS 


SCREW PLATES 


Six Reasons 
FOR GOING 


“GREENFIELD” 


Here they are, six small tool lines that 

every mill supply house carries—and 

all manufactured by a company that is: 

—Probably the oldest and best known 
in the country 

—The world’s largest manufacturer of 
screw threading tools 


—Represented in the field by over 30 
technically trained salesmen 

—Able to offer the money-saving ad- 
vantages of combined shipments of 
several lines 


—Regularly advertising its products to 
your customers 


—Known for its fair prices and ade- 
quate profit margins 


It will pay you to go “Greenfield”. 


GREENFIELD § TAP AND DIE 
CORPORATION 
GREENFIELO. MASSACHUSETTS 
BRANCHES 
New York: 15 Warren Street 
Chicago: 611 W. Washington Blvd. 
Detroit: 228 Congress St., W. 


Canadian Plant: Greenfield Tap & Die Corp. 
of Canada, Ltd., Galt, Ontario 
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